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Red Devil’ 


AHEAD OF THE WORLD 
IN QUALITY 


ALL WITH 
REVERSIBLE 
REPLACEABLE 
BLADES 


No. WS7 
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Lasts at least 100 times longer. 
Replaceable cemented carbide 
blade, the hardest metal made by 
man, 4 edges, 4 different-shaped 
corners. Removes surface from 
metal, wood, masonry, etc. faster 
No. CS1 —without scratching or gouging. 











RED DEVIL SCRAPERS, including the __ regardless of price... Buy from a single manu- 
leaders shown above, represent the most com- _facturer that backs you up on every sale. 
plete line of fine quality Wood and Paint | Handsomely packaged—nationally advertised 
Scrapers made for every specific purpose, and universally accepted. 


Products of Red evil Tools. Irvington 11, N. J., U.S.A. 





ck 
ey N 








) puvLisHER 
f Gerbert A. Vanee 


IRS | eov708 


Arthur A. Hood 


MANAGING EDITOR 
Robert E. Russell 


| al : FEATURE EDITOR 
y hy Richard W. Douglass 


ASSOCIATE EDITORS 


F Richard C. Art 
q Howard Rosenberry 
Irene M. Glen 
} L. Morgan Yost, AIA 


|» WASHINGTON EDITOR 
R. Y. Kerr 


FARM BUILDING CONSULTANT 
40 J. F. Schaffhausen 


CIRCULATION DEPARTMENT 


Thornell Barnes, Manager 
E. B. Cunningham, Service 


| ADVERTISING MANAGER 
W. G. Simpson 


SALES MANAGER 
5 L. J. Pohlmann 


) CLASSIFIED ADVERTISING 
; A. M. Schwab 


DISTRICT MANAGERS 


New York 10 
E. W. Chapman, 175 Fifth avenue, 
Oregon 3-6883; 6884 


Cleveland 
Charles Hoefer, Jr., Hanna Building 
Annex, Suite 247, Cleveland 15, Ohio 


New Orleans 12 

G. Bert Foster, 822 Perdido street, 
Canal 2604 

Seattle 


J. P. Austin, 4457 Stuart 
Elliott 0951” ae Se 


1 @®@ 


Member: Audit Bureau of 
Circulations; Associated 
Business Papers, Inc. 




















































one PUBLISHED EVERY OTHER WEEK by 
nger. AMERICAN LUMBERMAN INC, a 
tbide Pwholly owned subsidiary of Vance Pub- 
de by ishing corporation, 139 N. Clark street, 
raped hicago 2, Ill. OFFICERS: Herbert A. 
ni ance, I resident and Treasurer; Arthur 
- Hood, Vice President; Arnold E. 

faster Monetti, Secretary; Eloise M. Kuhn, Ae- 
ging. pPistant Secretary. © Washington, D. C. 
- rffice, 3000 39th Street N.W. © Terms of 
mr }Pnoual subscription, postage paid: United 
viene tates and Canada, $3. All other countries 
| , n the Uuiversal Postal Union, $15. Single 
y Sale. Opies, 25 cents, except Reference and 


rertised Directory Number which is $1. Copies of 
— peor to the current year, if avail- 
, 'y $1 cach, In changing address, give 
ib = ll as new address. NOTE: 

ape : receive : MAIL — from 
2 “0 oners, In advance o ° 
on of ‘cir subscriptions. — 

















J. S.A. 


Pyri«'s: 1949 by American Lumberman, 
Inc. 


EAERICAN LUMBEBMAN & BUILDING PRODUCTS MERCHANDISER. Published every other week by American 
lished 1878 — Office of Publication, 189 North Clark Bsress. Chicago, 3. J matter 















AMERICAN LUMBERMAN & 
Burpine Propucrs MERCHANDISER 


Contents for MAY 21, 1949 


PE os. sx. 05 a sarwRhte a ewes wae ee ae 7 
ae Bas oa SER ee ee 21 
Editorial—Give Us More Continent Congresses! ........... — 
Sounding Off ...... OE eT ey ee eee eT ee 39 
Metal Building Products on Display............................ 40 


Metal products are designed for specific uses. Properly displayed 
and explained on the sales floor, they can add dollars to almost 
every bill of materials 


Avoid Backing Accidents—Get Out and Look.................. ax] 
Loading Chute Can Be Sold as Packaged Product........ . 43 


Here is a farm sales item that should appeal to every farmer. 
It can be precut and packaged or built in the yard 


PI oo es dc wanes as awa eewins oaNte haweoee Renee ae 























building materials store where customers may purchase anything 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


I—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 
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A name with a future 


) EOPLE have confidence in the lumber dealer or 
the builder who handles products they know. 
This confidence makes a bill of materials, or a whole 
house, easier to sell. Armstrong’s national advertis- 
ing of Temlok® has helped sell Temlok Sheathing and 
homes built with it. These full-color advertisements 
are placed regularly in the hands of more than 
5,000,000 home-minded readers of The American 
Home and Better Homes and Gardens magazines. 
They explain what Temlok is and how it makes a 
house stronger and more comfortable to live in. 
~ Most of these readers knew very little about any 
kind of sheathing. Many of them didn’t even know 
what part it plays in home construction. But when 
they read that Temlok Sheathing provides both 
strength and insulation, in one economical material, 
they wanted to know more about it. 

An amazing number of these people are going to 
build new homes. Some are ready to build now. 
Others will have to wait. But sooner or later most of 
them will be sitting down with an architect or a 
contractor, talking over plans, specifications, and 
lists of various materials. 

That’s why, last month, we increased the size of 
these Temlok Sheathing ads to full pages. In the 
long run this will mean more business for us and for 
you. For full details and samples of Temlok Sheath- 
ing, call your Armstrong wholesaler. Or 
write a card to Armstrong Cork Company, 

4705 Ross Street, Lancaster, Pennsylvania. 
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Armstrong's Temlok 





St. Paul (Minn.) high school students 
build model I-E house to enter in city- 
wide contest. St. Paul retail lumbermen 
are building public relations by sponsor- 
ing contest, supplying kits from which 
houses are made. 


LUMBER RECAP 


Producers hit best production 
record for current year in April 


LUMBER shipments from West 
Coast sawmills were the largest 
during April of any month so far 
this year, according to H. V. Simp- 
son, executive vice president of 
West Coast Lumbermen’s Associa- 
tion. He said April shipments av- 
eraged 176,272,000 board feet 
weekly, which topped production 
for the same month by nearly 5 
million feet. 

Lumber production for the first 
17 weeks of 1949 in the West Coast 
region is lagging well behind out- 
put for the same period in 1948, 
Simpson said. Douglas fir sawmills 
have produced 2,590,693,000 board 
feet during 1949 compared to 
3,102,229,000 board feet in 1948. 


BACK TO NORMAL 
pson said that logging camps 
are how back to normal operations 
after an extra long winter shut- 
down due to deep snow and severe 
Weather, 

“Members of the West Coast 
Lum!;men’s Association have 
Step; up their nation-wide con- 
Sum advertising and promotion 
cam). gn,” Simpson said, “and are 
Stres. ng lumber’s superiority as 
a bu'lling material.” He said lum- 
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ber producers were tying in their 
promotion drive with retail lumber 
dealers and distributors, to help 
them in their marketing problems. 

The weekly average of West 
Coast lumber production in April 
was 171,153,000 board -feet or 
110.8% of the 1943-1948 average. 
Orders averaged 166,052,000 board 
feet; Shipments 176,272,000 board 
feet. Weekly averages for March 
were: Production 169,304,000 board 
feet, (109.6% of the 1943-1948 av- 
erage). Orders 175,928,000 board 
feet. Shipments 164,655,000 board 
feet. 

FIRST QUARTER 

Seventeen weeks of 1949 cumu- 
lative production 2,590,693,000 
board feet; seventeen weeks of 
1948, 3,102,229,000 board feet; 
seventeen weeks of 1947, 2,741,- 
790,000 board feet. 

Orders for seventeen weeks of 
1949 breakdown as follows: Rail 
1,797,257,000 board feet. Truck 
115,772,000 board feet. Domestic 
Cargo 419,573,000 board feet. Ex- 
port 87,068,000 board feet. Local 
299,951,000 board feet. 

The Industry’s unfilled order file 
stood at 585,169,000 board feet at 
the end of April. Gross stocks at 
981,190,000 board feet. 


MODULAR USES 


Booklet lists products now 
available for modular uses 


APPLICATION of the principles 
of modular coordination need not 
wait until all building products are 
available in modular sizes, it is 
pointed out in an article, titled 
“Coordination and Standard Prod- 
ucts in Small House Design,” pub- 
lished in Technical Bulletin No. 9 
of the Housing and Home Finance 
Agency. The article says that mod- 
ular coordination can be applied in 
design and construction right now 
through the use of commercially 
available materials. 

EXPLAINS PLAN 

The principles of modular co- 

ordination, combined with simpli- 

















fication of parts and methods of 
assembly, have been used in the 
plans of a two-bedroom house used 
to illustrate the article. The plans 
meet the requirements of the small 
family of moderate income, and in- 
corporate insofar as possible those 
features indicated as desirable in 
recent surveys. The same princi- 
ples can be adapted to the design 
of larger houses. Those features 
include (1) space for dining with 
a visual sense of separation from 
the living room; (2) space in the 
kitchen for quick meals; (3) en- 
trance hall or vestible; (4) facili- 
ties for laundering and ample stor- 
age space. 


The modular coordination ap- 
proach to cost savings does not 
necessarily result in standardized 
houses, the article contends, and 
does not restrict freedom in de- 
sign. Many materials in standard 
sizes are readily available for the 
assembly of dwellings, and through 
careful attention in their use at the 
design stage can produce houses of 
good quality and livability with 
substantial savings in cost. 


PLYWOOD TODAY 


Official reviews production and 
price situation in his industry 


WITH plywood prices down 25 
percent, the buyers who have been 
shying away for the past three 
months are actually today waving 
orders at panel makers in near- 
record volume, a leader in the ex- 
panding industry reported here to- 
day. 

The pronouncement came from 
E. W. Daniels, Chairman of the 
Board of Harbor Plywood Corpo- 
ration, who added, “this drastic 
cut has come about despite the fact 
that production costs are un- 
changed and at all-time highs.” 

In speaking for his company, 
which long has been a leading panel 
manufacturer and which operates 
10 wholesale warehouses, he stated, 
“These decreases can not be ab- 
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sorbed out of profits because there 
just isn’t that much profit even 
though lower prices expand mar- 
kets and sales.” 


50 PERCENT BIGGER 

Plywood sales by the now 50- 
factory industry last week ex- 
ceeded 39 million square feet, near- 
ly 50 percent more than for a com- 
parable week a year ago, Daniels 
made known. Further, he said, 
April sales are well ahead of a year 
ago with the upsurge being most 
evident for the past two weeks. 

While expressing encouragement 
over the upturn in demand after 
the first “buyers’ market” in ten 
years, Daniels expressed concern 
over fixed production costs. “A dis- 
turbing condition is that produc- 
tion costs do not justify the sharp 
price decrease at mill level. 


PEAK COSTS 

“Labor and logs, which together 
account for more than 85 percent 
of our plywood manufacturing 
costs, are just as high today as 
they were six months ago, and 
mill level prices can not conceivably 
further decline so long as fixed 
costs remain at today’s level,” is 
his view. 

In pin-pointing what has hap- 
pened to plywood prices at the con- 
sumer level he quoted such figures 
as these from a spot check of re- 
cent sales. Chicago suburbs: ply- 
wood for interior walls of homes 
which sold for 1614 cents last July, 
sold this week for 13 cents a foot. 
Savannah, Georgia: plywood has 
dropped from 19 to 16 cents a foot. 

At Washington, D. C., a popular 
grade of fir plywood for inside 
paneling that sold last fall for 15 
cents a foot went over-the-counter 
at lumber dealers this week for 
12%% cents. At Dallas, Texas, the 
price of a popular plywood item 
had dropped from 1814 cents a foot 
to 12 cents a foot during the pe- 
riod. 

PANEL COSTS 

In other examples Daniels dealt 
with prices of outdoor type ply- 
wood used for the siding of homes. 
Panels selling last summer at 211% 
cents in the Chicago area were 
down this week to 17% cents a 
foot. Prices at Washington, D. C., 
were down to 19 cents from 24 
cents for a popular plywood thick- 
ness and grade. 

Listing plywood as the “‘wood of 
1000 uses” with growth of the in- 
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dustry over the past 25 years 
founded on ever-expanding useful- 
ness of the wood-and-glue panels, 
Daniels pointed to five major mar- 
kets for the panels. They are: 
housing, heavy construction, indus- 
trial uses, farm uses and marine 
applications. Significant, in his 
opinion, is the fact that plywood 
sales are not bound to a single use; 
he listed the material as “today a 
staple commodity.” : 
PROMOTION PROGRAM 

Then, he outlined a greatly ex- 
panded promotion program now be- 
ing embarked upon by the panel 
makers jointly. The industry ad- 
vertising will be to generate fur- 
ther acceptance in all fields, par- 
ticularly on the farm where ply- 
wood has been proved superior for 
many buildings including grain 
bins which soon will be urgently 
needed. 

In reviewing the growth of the 
industry, which had its inception 
at St. John’s, Oregon, in 1905, the 
speaker stressed the leading role 
that Grays Harbor firms have had 
in the development. The Harbor 
Plywood Corporation plant was 
built at Hoquiam in 1925, and the 
company introduced the first water- 
proof type plywood nine years 
later. Aberdeen Plywood Corpora- 
tion was established in 1928, later 
destroyed but promptly rebuilt, and 
West Coast Plywood Company be- 
gan operations in 1936. 

The twin-cities continue to pro- 
duce more Douglas fir plywood 
than any other community. 


EFFICIENCY SAVINGS 


Better production methods 
have held down home costs 


BECAUSE of increased efficiency 
in the construction industry, home 
building costs have had a more 
moderate increase since the begin- 
ning of World War II than in the 
comparable period for World War 
I, Melvin H. Baker, chairman of 
the Construction Industry Infor- 
mation Committee, stated recently. 

“Although the housing demand 
has been overwhelmingly greater 
in the more recent period, residen- 
tial building costs have risen only 
114 per cent from 1939 through 
1948, as compared with a rise of 
128 percent in the much shorter 
period of 1914 to 1920, according 
to the 20 city index of E. H. 
Boeckh and Associates,” Mr. Baker 
said. 

HIGH DEMAND 

“The extraordinary demand since 
World War II and the great infla- 
tionary pressures which have raised 


the prices of all commodities hay 
been counteracted to a marked ex. 
tent by a great improvement in the 
organization, flexibility, and per. 
formance of the building industry 
itself,” Mr. Baker said. 

“This time there was swift im. 
provement in the availability of 
building materials, greatly ip. 
creased use of more efficient tools, 
materials, parts, and methods, ani 
a resulting large volume of ney 
housing production immediately 
after the war. This production] 
in the critical first three year 
after World War II was almost 21, 
times as great as in the like period 
after the first World War. 

“Not only the quantity of pro- 
duction but also the stability of 
performance has been a factor that | 
has helped to resist the many in- 
flationary pressures connected with 
housing. 

“Within the second year after 
the end of World War I, a shan 
decline in volume of residential 
construction had begun. Today, we! 
find ourselves with three and a 
half years of postwar atcomplish- | 
ment behind us and production > 
still going strong. 4 

“The Boeckh index is a widely 
used and accepted measurement of 
residential building costs.” 


BRICK PRODUCTION 
Output ahead of last year 
but inventories are low 

BRICK and tile production in 
1949 is running well ahead of last 
year’s post-war record output, W. J.) 
Goodwin, Jr., President of Struc-7 
tural Clay Products Institute, an-| 
nounced recently. 

“Structural clay tile production 
for the first quarter of 1949 was 
22 percent higher than the first 
three months of last year,” Mr. 
Goodwin said. “More than 328,000 
tons of structural clay tile have) 
been produced so far this year. In 
the month of March, 120,000 ton: 
were produced, the second highest} 
post-war monthly total. 

FIVE PERCENT 

“Brick output for the first quar-| 
ter was five percent higher that” 
the similar period in 1948. One 
billion, one hundred thirty million 
units were turned out by the n@& 
tion’s brick plants in January, Feb 
ruary and March of this year. 

“The large increase in structural 
clay tile production-is due to the 
increased construction of institu 
tional and public buildings as pub 
lic works programs supplement the 
steady residential construction de 
mands. 

“Inventories of structural clay 
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| Are your customers a little more particular today? Demand 
5.” > quality and value for their money? 


Kinzua “Quality Guaranteed" Ponderosa Pine is the lumber 
to satisfy them. 


Kinzua not only has the quality. It shows its quality. Clean, 
ead of last) bright, straight, soft, well-manufactured lumber—double-end 
trimmed, dimension eased-edge—l00°%/ kiln dried, 100% 
‘titute, an-~) Stored and loaded under cover. 


Yes Sir! Kinzua Pine is real sales-building lumber—the finest 
that good timber, modern equipment and a skilled organiza- 
tion can produce. 


On merit, Kinzua Pine is the lumber that you should sell. 
Order Kinzua Pine in straight cars or reasonably mixed cars— 
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Famous “Architect Designed" Ponderosa Pine 
window and door frames, mouldings, finish, 
bevel or drop siding, ceiling, casing, base, 
paneling, D & M, shiplap, etc.; also Fir boards 
and dimension. 


a 
- 
— nt aR, 


Le 


ee 


* mn 
gs 
ts ly as RY 
pe (rae et 


ae 
as 
1 


KINZUA PINE MILLS CO. 
KINZUA, OREGON 


= ‘NATIONAL DOOR MFRS. ASSN. MEMBER WESTERN PINE ASSOCIATION 
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make HALL pine 


SECTIONAL DOORS 


-4¢ 
a es ywhere 


Solve garage door problems by in- 
stalling trouble-free HALL pine sec- 
tional doors. Full ball bearing rollers 
and pulleys insure smooth, quiet op- 
eration, and the sturdy overhead track 
assembly with counter-balanced coil 
extension springs make opening and 
closing a “‘finger tip’’ operation. 


Made by craftsmen, the stiles and rails 
of HALL doors are mortised and ten- 
oned, pinned and glued to provide 
long lasting service. Quality-built for 
easy installation. HALL doors reach 
you in a convenient, easily assembled 
set including track, door sections and 
all necessary hardware. 


HALL pine sectional doors are attrac- 
tively priced and are available in va- 
rious sizes to fit garages anywhere. 


For complete information write: 


HALL ENTERPRISES 


Casco, Wisconsin 
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products are not refilling, due to 
continued heavy demand in various 
parts of the country. Orders should 
be placed as far in advance as pos- 
sible,” Mr. Goodwin emphasized. 


PUBLIC RELATIONS 


Dealers can profit by helping 
prospective home owners plan 


THE 1949 home buyer who is 
starting from scratch and selecting 
his lot this spring in order to 
build a home on it later this year 
or next has some important think- 
ing to do. 

This is the suggestion of the 
United States Savings and Loan 
League this week in the third of 





This story from the U. S. Savings 
and Loan League contains many 
good public relations ideas. Dealers 
who ran a series of ads telling pros- 
pective home owners how to do an 
overall planning job when consider- 
ing a new house, would find a stream 
of interested prospects beating a 
path to their stores. 














its series of heart-to-heart talks 
with future home owners on the 
factors of choice to be weighed 
these days. 

Making up your mind about the 
kind of house you will want to 
build on the lot is pretty essential 
before the choice of the lot is made, 
the League suggests, out of the ex- 
perience of its 3,700 member sav- 
ings associations whose principal 
business is making loans to home 
owners. 

LOT IMPORTANT 

“Too many people tend to regard 
the purchase of a lot as a decision 
distinct from the buying of a home, 
when the two are actually closely 
inter-related and inter-dependent,” 
the League says. 

“Step number one, after that, is 
to check the zoning and deed re- 
strictions for the subdivision in 
which the lot is located. You will 
want to know, first, if the type of 
property you expect to build is 
legal. Then you will want to be 
sure that no garages and gas sta- 
tions are going to spring up on 
the next corner, and that tall apart- 
ment buildings won’t be erected to 
shut out your light and air five or 
six years from now.” 

“Too often the family is ready to 
start building its ‘dream house’ 
and finds to its dismay that the lot 
previously purchased is inadequate 


or at least wholly undersirable for 
the kind of house chosen. A recent 

change in the proportionate dimen- | 
sions of small houses is causing 
much of this consternation. Many 
home buyers in recent years bought | 
narrow lots, planning to put up a 
bungalow or a two-story rather 
square house. Now the tastes of 
many of them have changed be- 
cause the single-story ranch-type 
dwelling which needs a wider lot 
is gaining popularity.” 


SIZE OF LOT ‘a 

The League cautions that the 
type and size of the lot selected 
by the 1949 home buyers also 
should take into consideration such 
factors as a play-yard for children 
and the area for landscaping. Says } 
the League: 
“Every lot must be expected to 
serve a variety of purposes. It 
must not only be the site for the 
placement of the house, but it § 
should also furnish play and land- | 
scaping areas, a drive for the fam- 7 
ily automobile, and sidewalks.” 
Still another concern of the real F 
estate lot buyer, the League said, | 
is whether the vacant property is 
served by or is easily accessible to 7 
public utilities such as water, gas, | 
telephone service, drainage and | 
electricity. 


PRODUCERS’ COUNCIL 
Group seeks new material for 
schools that train retailers 
THE Producers’ Council has | 
asked building products manufac- | 


turers to provide complete techni- . 


cal data on new and improved con- 
struction materials for use in train- 
ing courses being held at various 
colleges and universities for em- 
ployees of retail materials dealers, 
James M. Ashley, Council presi- 
dent, stated recently. 

“With the return of active com- 
petition and an ample supply of 
building products, there is in- 
creased need for these training 
courses designed to enable the per- | 
sonnel of materials dealers to aid 
customers in reducing building 
costs and improving the quality | 
of construction,” Mr. Ashley said. 

“The courses, which are spon- 
sored jointly by the Council and 
the National Retail Lumber Deal- 
ers Association, are giving a well 
rounded course of instruction in § 
efficient distribution of building 
products at the retail level, in ad- 
dition to providing the individuals 
who attend a better knowledge 0 
the materials and equipment which 
they handle. 

“The training courses form a2 
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s to aid every state in the union . . . no other type 
ee i. of flooring is more desired, none is more distinctive, 
: and none more distinguished than comes from the 
DELFAIR MILL .. . one of the most modern plants 
in the oak flooring industry. Send us your inquiry 
. . . immediate shipments of all grades in any 

quantity. 
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important part of an overall incus- 
try program to increase efficiency fj 
in construction and to lower costs, 
Organized training under the pro- 
fessional supervision of colleges | 
and universities is especially neces- 
sary today because of the wide | 
range of improved methods and 
new techniques which have been 
brought into general use in the 
building industry since the end of 
the war. 


“In addition, a large number of | 
new and improved building prod- | 
ucts have been placed on the mar- 
ket and the training courses pro- 
vide a means of bringing the deal- 
ers’ employees up to date on the 
improvements and on the ways in 
which the new materials are in- | 
tended to be used.” 


MODULAR TROUBLE 


You can help industry to 
increase modular savings 


THE first project to be under- 
taken by the Building Research 
Advisory Board, National Research © 
Council, will be a survey to deter- | 
mine why modular coodination of 
building materials, equipment and 
design has not yet found wider 
practical use, despite its extensive 
technical development. Modular co- 
ordination involves the use of mul- 


tiples of a basic four-inch module 
FOR in determining the dimensions of 


construction materials and features 


'g such as masonry, doors, windows, 
CABINET HARDWAR . 


Its use is intended to simplify 
standardization of building mate 
rials and equipment, and to reduce 
the cost of on-site construction. 
The project is undertaken under a 
research contract from the Housing 
and Home Finance Agency which 
has been authorized by Congress * 
to promote the wider use of stand- 
ardized dimensions as a means of 
lowering the cost of housing. 


SEND DATA 


Arthur D. Little, Inc., Cam- 
bridge, Mass., research and engi- 
neering organization, has been en- 
gaged by the Board to obtain data 
-on this subject and is seeking from 
the many industries, professions 
and trades affecting building, their 
comments and criticisms, together 

"Psa ; with their suggestions for over- 
eae eerctVUaree tOnMran’ TAs fT coming whatever difficulties are 
PITTSBURGH 12, PENNSYLVANIA elie Bara now delaying wider application of 
dimensional coordination. Arthur 
D. Little, Inc. invites such com- 
ment, no matter how informal, 
and whether provided on or off the 
record. 
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GENERAL PRICES continue their slow downward 


drift; with the slight upturn in living costs,, men- 
tioned recently, pretty well rubbed out. Not all 
the experts agree about the actual percentages. 
One analyst, much followed by business men, says 
the cost of living is down by six points since last 
fall; a little less than three percent. Probably a 
little more than that, compared with August. 


COUNCIL OF ECONOMIC ADVISERS, whose 
reports are followed carefully by business men, 
says there are more price declines in prospect; a 
“healthy deflation’’ and in no sense a bustication. 
These economists add that a good many whole- 
sale declines haven't found their way down to the 
retail consumer; which may explain the variations 
in the C-of-L decline percentages. Some reports 
are based upon wholesale prices. 


UNEMPLOYMENT is usually said to be increas- 
ing; and it probably is, on an “adjusted” basis. 
But by actual reports the number out of work on 
May | was smaller than a month earlier. However, 
there’s a lot of seasonal hiring at this time. Also 
a good many more people, high school and college 
graduates and such, are now entering the labor 
market. So with everything counted, unemploy- 
ment probably is increasing. 


CURRENT MARKETS: A big-time business bust 
turns upon shrinking demand that in turn stems 
from lack of customer buying power. Reduced 
prices, in such a case, have but a feeble effect 
upon sales volume. A lady wants a dress that's 
been reduced from $50 to $12.95; but she has only 
six bits, so the reduction doesn’t make a sale. 
But this year she does have the money. She's just 
been waiting out the market. 


INCREASED CONFIDENCE: After eight record 
years—the longest period of its kind in U. S. busi- 
ness history—a good many prices are out of line 
and are due for readjustment. It’s scary stuff but 
probably necessary. Note that most auto prices 
are down by token cuts; not very large ones. Inside 
reports are that, if the strikes don't last, this will be 
one of the big years in car production and sales. 


So it seems the customer's sugar bow! is NOT 
empty. 

*, NOTED INDUSTRIALIST, in a neighboring field, 
says the upward turn in prices and sales may be 


ne 


+ than is commonly thought. He explains it 


vay: His output goes in part to retailers and in 


por: to manufacturers. Retail inventories now are 
very low; but retail sales are going at full speed 
anc include the usual percentage of high-quality 
mc: nandise. Fast wholesale delivery makes this 
har-to-mouth business possible . . . 
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MANUFACTURERS, however, are buying little. 
They laid in large reserve inventories when prices 
were advancing and are now hastily using up these 
reserves. But they’re making a lot of stuff; and it'll 


not be long until they are back in the market for 


more materials. Auto manufacturers are now work- 
ing off their reserve non-ferrous metals; and their 
failure to replace has broken the price of these 
metals. But they'll soon be in the market again. 


IT’S NOT THAT SIMPLE; and many business men 
are worried about ‘49. But it’s smart to note that 
much industrial unemployment can be explained 
in part by an effort, somewhere along the line, to 
use up those defensive reserves of stock that were 
gathered when prices were rising. Also that, while 
retail sales are off in some lines, they're making 
much speed in other lines. It points to the fact of 
considerable folding money, here and there. 


DEP’T OF COMMERCE hasn't revised its esti- 
mates of housing starts for this year; may do so 
later when the spring reports are in; has thought 
all along that the big construction period this year 
would be in the later months. Building in the East 
seems to be picking up. Government economists 
think the trimming off of premium and overtime 
wages, with somewhat lower materials prices, may 
reduce housing costs by 20 percent or more. 


HEAVY CONSTRUCTION has itself a big backlog 
in the industrial field; in plant expansion and the 
replacing of obsolete buildings. This business of 
obsolescence is big stuff. Research during and since 
the war has done much of it; for buildings that are 
structurally sound may not be suited to the new 
industrial processes. This construction depends 
upon capital supply; which will be conditioned by 
what Congress does about labor and taxation. 


THE NRLDA is still working on the program of 
on-farm grain storage. USDA officials say they have 
no intention of engaging in the purchase and re- 
sale of grain bins to farmers, no matter what author- 
ity the pending legislation may give them. There's 
a proposal that the CCC pay farmers ten cents a 
bushel to hold sealed corn on their farms for an- 
other loan period; and that’s the dealer's chance 
to sell some cribbing. 


THE RESEALING PROGRAM. once it's author- — 
ized, is likely to be as permanent as the program 
covering loan agreements. So farmers will need 
a larger equipment of cribs and tight storage bins 
for shelled corn. Going into this program may 
well mean storage for two years’ production in- 
stead of one; with the payments rather quickly 
covering the cost. NRLDA suggests seeing the 
county Triple-A Committees. 
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When you see the Fir Door Institute grade 
trade-mark—FDI:BP—on a Douglas fir door, 
you know that door comes from a mill 
regularly inspected by the FDI for quality 
control, 


Today’s Big Value 
in Douglas Fir Doors 


Tue Douglas fir door industry is proud to have 
designed, tested and produced the BP door. 


This year it expects to again produce this exception- 
ally fine Interior fir door in quantity—a door ideally 
suited, and designed, for paint or enamel finish. 


The Fir Door Institute, in a series of important lab- 
oratory tests, found this Multiple-Piece Stile (Finger- 


et oe; = Jointed) door: 
FIR DOOR INSTITUTE 
CERTIFICATE OF INSPECTION 1. Strong and Durable in Construction. 
5% ERIS CER URED thos the Fie Thee icheontiod bole ond renckend with « gundemals A the 


t 
YH EIR INET TE PLN wren wocardiacsoned in sccentcoon wile grade wpa cMiccstions ménbteskeed ; 2 
4 tho Nonctade be; the j 


. Possessing a life span equal to, if not greater than, the life 
Ze OOR € 1 : ‘ : 
PR ptepepines irises span of a door of One-Piece Stile construction. 


EVEL 


Sass ins 


oO Sige hee FR DORE CRTANY. 


ine en : ee . Having joints so snug and well-manufactured the finished 
anata. oll. 1 paint job is smooth and unbroken. 


Schecrtrd snd detnnnd im Necbere or, thn oxbonigneh, x 
i. $0 mod ber tee e 


Write now to the Fir Door Institute for your free copy 
of a booklet showing the results of these laboratory tests. 


And, when you specify Interior Douglas fir doors, for 
: paint or enamel finish, be certain to include the FDI-BP 
Mills subject to regular Fir Door Institute 


inspection are always glad to provide door in your order file. 
Notarized Certificates to buyers, upon 


request, showing that doors shipped have 
been found by the FDI to be up to U. S. FIR DOOR INSTITUTE 


Department of Commerce Standards. Tacoma 2, Washington 
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Editorial . . . 


GIVE US MORE CONTINENT CONGRESSES! 
It is time to develop new criteria for further legislation in our Republic 


Thanks to the straight-thinking propensities 
of the average informed American, the time is 
coming when our Congresses will be honored 
(and Congressmen re-elected) for their restraint 
instead of being reviled for “doing nothing.” 

Every Congress of this generation has in- 
creased the strangle-hold of the government on 
the freedoms of our people. 

In the light of history, the 80th Congress 
may mark the turning point in our legislative 
philosophy whereby quality of legislation will 
take precedence over quantity in the transition 
from “hopper” to law. 

We now have thousands upon thousands of 
laws on the books which restrict our freedoms 
and decimate our incomes. 

The people, restive under the saddle-sores of 
bureaucracy, are ready for a breathing spell on 
laws which set up theoretical and freedom- 
restricting solutions of problems which the 
common sense of the people might solve if 
given a chance. 

Under existing laws, our economy is now so 
complex that most proposed new laws will re- 
quire exhaustive research before a congressman 
can vote conscientiously and authoritatively for 
or against them. 

In the interest of serving both Congress and 
the public, why not lift future legislation inso- 
far as possible, from the plane of opinion, pres- 
sure and emotion to the level of judgment based 
on complete and indisputable facts? 

As a starter for a Congressional Criteria for 
new laws, the following check list is proposed: 

[If the answer to two or more of the following 
questions is “Yes” the law should be sent back 
to its authors for a more equitable job. | 

Is the roll-call vote to be had before taking 
time for sufficient research, study and debate to 
get all the pertinent facts and to sift out the 
truth from the emotional propaganda of pres- 
sure groups? 

Does it increase the number of federal em- 
ployes in peace time? (Surely there are enough 
people on the government pay roll to handle 
any needed project.) 

Does it tend to destroy the self-reliance of 
any citizen group? 

Does it give something to 
nothing? 

Does it delegate executive power to other 
than the administrative bodies set up by the 
Constitution? 

Is the administration bringing patronage pres- 
sure to secure its passage? 

Does it provide for Federal handling of a 
problem that could be handled by state or 
local governmental bodies? 

_ Does it take from the thrifty and give to the 
‘mprovident, penalizing the prudent and put- 
(ing a premium on profligacy? 


someone for 
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Does its passage involve a legislative horse 
trade? 

Does it set up a theoretical and untested 
solution of a problem? 

Does it replace or anticipate public opinion 
in implementing justice by exercising undue 
haste? 

Does it replace economic private enterprise 
with wasteful government operation? 

Does it handicap private enterprise in the 
constructive work it is now performing? 

Does it set up a theoretical and debilitating 
“security” in the place of a dynamic and con- 
structive self-reliance, substituting dependence- 
on-government for individual productivity? 

Does it further increase the percentage of the 
people’s income that goes to federal taxes? 

Does the bill provide for liquidation of costs 
out of future rather than current income? 

Could the same effect be brought about by 
voluntary agreement without resort to law? 

Does it attempt to correct a theoretical injus- 
tice to some by a practical injustice to others? 

Does it attempt to right an existing wrong by 
setting up another wrong? 

In considering bills before they come out of 
committee, each proposed new law should be 
checked against such questions. The more 
“Yeses” concerning any bill—the more urgent 
that it shall not pass! 

If such a criteria were set up and accepted by 
Congress we might witness a healthy exodus 
from Washington of lobbyists into the hinter- 
lands where facts are to be uncovered. 

Lobbying could be done on a _ factual 
(affidavit) basis with submissions in cold type 
instead of hot emotions. 

Our economic groups could devote their time 
to developing facts which would increase the 
productive and distributive efficiency of their 
constituents. 

Congressional hearings could be had after the 
disagreements as to facts were segregated from 
agreed-upon statistics—much time and wind and 
high blood pressure could be saved — and 
Democracy might attain maturity! 

If “that government is best which governs the 
least,” it logically follows that that Congress is 
most constructive which exercises a healthy 
restraint. 

Furthermore, healthy continence is known to 
stimulate creative energy! 


EDITOR. 
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Metal Building Products on Display 





THIS MODEL KITCHEN contains numerous suggestions for 
the use of metal moldings. The salesman’s job is to point out 
that the prospect’s kitchen can be equally attractive. 


FUNCTIONAL METAL PRODUCTS 


Functional metal products include those items that 
are built into a house to make it more livable. As 
such, they require definite selling effort. The basic 
appeal should be made to the labor saving and con- 
venience features. 


These products require both a display and descrip- 
tive literature for the customer to inspect. The sales- 
man must be prepared to explain why such materials 
should be bought. Most of them lend themselves to an 
appeal to the prospect’s reason. 


APPEAL TO REASON 


For example, after pointing out on the sample how 
the laundry chute will cut down steps, the salesman 
may say, “I’m sure, madam, you wouldn’t want to be 
without this labor saving device in your new (or re- 
modeled) home.” 


Metal louvres for attic areas offer another example 
of function products that respond saleswise to display, 
explanation and appeal to reason. The salesman says, 
“Now, sir, this is a metal louvre. Its purpose is this. 
It works this way. You naturally won’t want to pass 
up the insurance this louvre offers in the way of pro- 
tection to materials in the attic.” 

Dust and garbage chutes, lightning rod equipment, 
mailboxes, metal thresholds and numerous other items 
lend themselves to this kind of point of sale selling. 


42 


DECORATIVE MATERIALS 


Metal building products listed as decorative are large 
in number. 
portance also, but from a selling point of view it is best 


to consider them from the decorative angle. Included § 


in the list are stainless steel and chrome moldings and 
trim, ornamental iron work and grill work, fireplace 


; 


“| 


They usually have some functional im- } 


parts and appliances, decorative grills for doors and 


window, and a large variety of specialty items. To 
date, aluminum siding has often been sold on its 
decorative merits. 


How many of these items can be sold with a house | 


job depends primarily on the buyer’s pocketbook. Con- 
sequently, to be sold satisfactorily, they must be dis- 
played and sold with an appeal to the prospect’s sense 
of beauty as well as his sense of pride, in having an 


attractive home. These decorative materials are much 


like wood carving on a radio case, or the feathers on a 
woman’s hat. Properly presented, the customer will 
pay for them when it is pointed out that they increase 
the intrinsic value of the whole product. 


EXPLAIN SMALL ITEMS 


A point in case is the chrome trim for kitchen coun- 


ters. The trim adds nothing to the structural value, 
and not a great deal to the functional values, of a 
house. But as to the beauty of the kitchen, ask any 
housewife how she feels about chrome trim. And point 
out to the husband how much such decorative items 
add to the resale value of the house. That is the way 


to make the prospect want to include decorative prod- | 


ucts in the list of materials for his new home. 


USE DISPLAYS 


Decorative meial products generally lend themselves 
to making attractive displays. The flash and gleam of 
chrome molding in itself creates desire. And don’t 
overlook displaying it in use in the model kitchen. 


Use sample grilles on some of the screen doors on | 


display. They add appeal to an otherwise ordinary 
looking door. 


In every case, the salesman should stress beauty and 
appeal to the prospect’s pride of ownership. “This 


grille, while it serves to protect the screening, is not | 


absolutely necessary. But I’d like you to imagine how | 


attractive it will make your entrance way appear to 
visitors.” Those customers who can afford the extras 
will think twice before turning down such an appeal. 


PRODUCT KNOWLEDGE 


In all three classes of metal building products— 
structural, functional, and decorative—product knowl- 
edge is all important. It is the responsibility of the 
salesman to learn and use product knowledge and the 
responsibility of management to supply it. With it, and 
the proper display of metal products, the salesman cal 
make more and better sales. 
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Avoid Backing Accidents -- 
GET OUT AND LOOK! 


[IMPROPER BACKING is the 
cause of 26 percent of all truck ac- 
cidents, according to studies made 
by safety engineers of Lumbermens 
Mutual Casualty Co. Inattention ac- 
counts for 24 percent and speeding 
for 14 percent. 

Drivers subconsciously resent 
backing up their trucks, believes 
Dr. W. A. Eggert, chief psycholo- 
gist for the company, who made a 
special investigation to discover the 
causes underlying these accidents. 

J. G. Dunn, a truck driver for the 
Whiting-Mead Co., San Diego, 
Calif., for 22 years has established 
an enviable safety record. He 
agrees with the airline motto: 
“Safety is No Accident.” 


Mr. Dunn makes it a practice not 
to back his truck into a tight spot 
without getting out of the cab and 
looking for himself. 

“You have to look before, behind 








J. G. Dunn, veteran safety driver for Whiting-Mead Co., San Diego, doesn’t take chances. 
He gets out of the cab and looks. 


and on both sides,” says Mr. Dunn. the carpenter’s word for it when I 
“That’s why I always get out and back up on a lot with a load of ma- 
look for myself instead of taking terials.” 





Loading Chute Can Be Sold As 
Packaged Product 


Here is a farm I: 
sales item that | 
should appeal to iy 


every farmer. It 
can be precut and 
packaged or built 
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THiS LOADING CHUTE can be sold three ways: 
aS a plan from which the farmer can figure his own 
list of materials; as a fabricated structure the farmer 
can tuke home and erect; or as a ready built yard 


Struct ure. 


Either one of the second two methods has many 
times ‘ore sales appeal. And a ready built, or precut, 
predr ied and packaged chute avoids per thousand 


price omparisons. 


More 
amon; farm loaded stock. 


Bum 


Sal’. points: the chute will save stock loading time. 
nportant, it will save injuries and loss of weight 
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LUMBER IS STEEL STRAPPED to facilitate shipping and use of mechanical 


handling equipment. 


Consumers do 70 percent of 
the buying at Sacramento’s 
great building materials store | 
where customers may pur- 
chase anything from a china 
dish to a packaged home. 


VERY FACILITY TO MAKE | 

selling easier has been built 
into Dolan’s, one of the great new 
building materials show places of 
the west located in Sacramento, 
Calif. 








THIS IS HOW Dolan’s looks in the day. 
time (left) at the busy traffic intersection. 
Giant plate glass windows open the 160. 
foot store front to numerous attractive 
displays. 








Hal Reeves, sales manager, who 
made the departmental layout, is 
convinced that seeing is half of sell- | 
ing. And since 70 percent of Do- 7 
lan’s sales are to consumers, he | 
designed islands that places thou- 
sands of sales items out where the | 
customer can not only see and feel 
them, but can tell at a glance what 
they are used for and how much 
they cost: 


This method of merchandising 
includes everything from plumbing 








FREE PARKING SPACE at Dolan’s is 
carefully marked off by white lines so no 
one is crowded. 








nipples to insulating lath in the 
store’s seven major departments 
which cover 15,300 square feet of 
floor space. The entire store is 
carefully departmentalized with a 
separate cash register and charge 
a-phone in each department t 
speed sales and check credit rat 
ings. 
FLEXIBLE DEPARTMENTS 

The departments include house 
wares, electrical fixtures, appli- 
ances, floor coverings, sporting 
goods, paint; plumbing and elec 
trical supplies; builders’ hardware 
and building materials. Each o 
these departments is constantly be 
ing changed for display and sales 
effectiveness. You will note a cat 
walk for display that runs almost 
50 feet along the rear of the store 
about 10 feet off the floor. Speci@ 
seasonal displays — Christmas. 
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Day gifts, etc.—set up 
here. immediately catch the con- 
sumer’s eye upon entering the store. 


Mot t r’s 


Another eye-catcher at the en- 
is a big housewares depart- 


trance 
ment-—22 islands stocked with 
every conceivable item from high 


quality dishes to cutlery that the 
lady of the house will buy. This 
department, often scoffed at by 
other dealers, is serviced by seven 
salesladies. It is a profit maker in 
its own right. 


“We started taking on house- 
wares in the early part of the war,” 
explained Mel Hirsch, president of 
Dolan’s. “It has proved to be not 
only a traffic stimulant but a money 
maker. In fact we won’t keep a de- 
partment unless it can stand on its 
own feet profitwise.” 


Just inside the main entrance, at 
the right, the shopper finds every 
type of major appliance needed for 
the home—12 lines in all. Refrig- 
erators, ironers, washers, ranges, 
deep freezers, etc. Dolan’s also 
stocks an island or two of table ap- 
pliances—electric irons, roasters, 
table radios, toasters, etc. The ap- 
pliance department has become a 
major department in the 18 months 
since it opened. Dolan’s has fea- 
tured several model kitchens, com- 
plete with breakfast table, cutlery 
and china; appliances were opera- 
tive so the housewife could see for 
herself the advantages of a well- 
equipped work room. 





Dolan’s installs all appliances but 


BUILDING MATERIALS department 
(right) offers the services of a drafts- 


man and packaged materials for an econ- 
omy home. 


SHIPP! 


¢ > 1 . 
paved. ‘iany loads are palletized. 


LIFT. 


applia like this load. 


Bult 


‘G DOCK, above, is truck bed height and the yard is 


ight, is used not only to handle packaged lumber but 
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ranges. Other installation work, in- 
cluding plumbing and electrical, is 
through contractor customers. 


SPORTING GOODS FOR CONTRACTORS 

Two other new departments are 
sporting goods and gifts. Two sales- 
men are employed full time in the 
sporting goods department which 


OFFICES along the 
rear of the store 
(right) are for steno- 
graphic, credit and 
bookkeeping __ person- 
nel. Catwalk overhead 
permits dramatic dis- ° 
play of featured items. 


HERE’S a neat way to display rope. Like other 
Dolan items, rope (left) is described and price 
marked. 
counter top holes. 


features firearms, fishing tackle 
and similar equipment for the con- 
tractor trade. Although these sales- 
men are experts in their depart- 
ment, they may also be called upon 
to serve customers in other depart- 
ments. 


“Every man on the floor is a 













Coils stocked below are fed through 


























STYLED FOR SALES 


’ 


salesman,” declares Reeves. This salesmen are helped by Dolan’s letter to contractors and one-half 
sales force has grown from two to strong promotional campaigns to a full page in the Sacramento 
20 in the past dozen years. These which include a weekly direct mail newspapers. An agency handles the 
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DOZENS of counter items are displayed in the plumbing and PAINT DEPARTMENT runs the entire width of the store. 


electrical departments. Plans for new floor display will bring all islands down to eye 
level. 


HOUSEWARES DEPARTMENT has 22 islands of merchandise. 
Electrical fixtures shown at left, can be turned on individually APPLIANCE SECTION includes major lines that are featured 
or as a unit. in window and model kitchen arrangements. 





CONTRACTORS are lured to Dolan’s by big display of sport- PANELS of roofing, lath and_sheetrock in the building 
ing goods. rials department help sell new homes and remodeling 
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America Wants Value ... America Buys 


CHEVROLET ADVANCE-DESIGN TRUCKS 


America’s truck operators know that 
these all-star cargo carriers deliver 
the goods all along the line—in 
power, stability, stamina, handling 
ease, comfort and convenience. 
They know—and they buy and oper- 
ate more Chevrolet trucks than any 
other make. And in owning the 
nation’s Number 1 truck, they enjoy 
lower cost of operation, lower cost 
of upkeep and the lowest list prices 
in the entire truck field! 


CHEVROLET MOTOR DIVISION, General Motors 
Corporation, DETROIT 2, MICHIGAN 


CHOOSE CHEVROLET TRUCKS 


Buitoinc Propucts MERCHANDISER 


Chevrolet’s the Only Truck 


NEW CHEVROLET 4-SPEED 
SYNCHRO-MESH TRUCK 
TRANSMISSION 
A special feature in Series 3800 
and heavier duty models that 
assures ‘new operating ease and 

efficiency. 


THE CAB THAT “BREATHES” 


Here are the trucks with the famous 
cab that ‘breathes’! Outside air is 
drawn in and used air is forced out! 
Heated in cold weather. * 


FLEXI-MOUNTED CAB 


Chevrolet's Advance-Design Cab is 
mounted on rubber, cushioned 
against road shocks, torsion and 
vibration. 
IMPROVED 
VALVE-IN-HEAD ENGINE 

The world’s most economical engine 
for its size now has greater dura- 
bility and operating efficiency. 


ear 


With All These Features 


SPLINED REAR AXLE 

HUB CONNECTION 
Greater strength and durability in 
heavy-duty models with this exclu- 
sive Advance-Design feature. 


PLUS Uniweld, all-steel cab con- 
struction ¢ New, heavier springs @ 
Full-floating hypoid rear axles on 
the 3600 Series and heavier duty 
models ¢ All-round visibility with 
rear corner windows* ¢ Specially 
designed brakes e¢ MHydrovac 
power brakes on Series 5000 and 
6000 models @ Ball-bearing steer- 
ing @ Double-line pre-selective 
power shift in 2-speed axle at 
extra cost on Series 5000 and 
6000 models * Wide-base wheels 
e Standard cab-to-axle-length di- 
mensions @ Multiple color options. 
*Heating and ventilating system and rear 


corner windows with de luxe equipment 
optional at extra cost. 


FOR TRANSPORTATION UNLIMITED! 
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advertising which is usually bright- 
ened by special art work. Eight 
billboards around the city focus the 
motorists’ attention on Dolan’s. 


In hardware and plumbing, de- 


partmentalization is carried to the. 


limit. Dozens f items like nipples, 
unions, couplings that defy descrip- 
tion by the consumer, are there for 
him to pick out for himself. Every 
section of every island has a marker 
labeled “Dolan’s” together with the 
name of the item, size and price. 


BUILDING MATERIALS DEPARTMENT 


Building materials, of course, 
constitute an important department 
with nine salesmen. This depart- 
ment includes a draftsman and ma- 
terials lists, and estimates are of- 
fered free of charge. Dolan’s sup- 
plies materials for a package home, 
the consumer supplying the labor. 
The building materials department 
contains separate mounted displays 
of shingles, insulating board and 
moldings—wood and metal; each 
door in the millwork display is de- 
scribed and price marked. Two dis- 
appearing ironing boards are ex- 
hibited on either side of the mill- 
work display. 


Located at the intersection of a 
heavily traveled highway, it is only 
natural that Dolan’s giant plate 
glass windows are filled with attrac- 
tive displays. Twenty-one _ spot- 
lights focus on these displays every 
night until midnight. On window 
display the day AL&BPM called, 
were such diverse items as complete 
bathroom and _ kitchen exhibits, 
floor coverings, lawn and garden 
equipment, motorboat and fisher- 
man in typical Izaak Walton attire 
complete with fish pole. 


Plans are already in the works 
for improving Dolan’s floor layout. 
Partitions dividing each of the de- 
partments will be removed so that 
the shopper can see from one end 
of the store to the other. A further 
addition is planned to the store that 
was so completely remodeled and 
expanded 18 months ago. 


Dolan’s occupies a square block. 
Adjacent to the store is a hard-sur- 
faced parking lot (60x180), care- 
fully marked off to allow each shop- 
per plenty of room for his car. 
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It Doesn’t Take a Big Store 
to Make a Good One 


Lieber’s Kaukauna (Wis.) store is a good example; this new 
store shows what can be done by careful planning of island, 
wall and shelf space. 


MOBILITY IS THE KEYNOTE 
of the Lieber Lumber & Millwork 
Company’s newest store in Kav- 
kauna, Wis. Each of the five islands 
is mounted on casters. The entire 
display area can be changed in a 
matter of minutes by one of the 











Ee wh 


HARVEY J. RAUSCH, 


store manager. 





dows which are kept 
lighted all night. 
Store itself is 32 feet 
wide and 72 feet deep. 






ee. 


CAROL LUMMER. 
DING (above), one of 
two sales girls, makes 
out a sales slip at the 
26-foot long consumer 
counter. 











EACH of the knotty 
pine islands (right) is 
mounted on casters for 
maximum mobility. 
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NEW STORE (above) | 
has large display win | 
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Ss new 

sland, 

NOTE EXTENSIVE paint display, indirectly 
illwork lighted, fills shelves that line almost one 
n Kau- entire wall. Customers find the latest 
islands plans (right) among the many publica- 
oe tions available in the Lieber Planning 
Par age Department. 

ad in a 

of the 


two girls employed in the new store 

which replaces the old Lieber store 
© across the street. 
a Each of the islands has storage 
; space behind the sliding doors. 
Knotty pine is used on the front and 
sides with Presdwood tops and 
chrome trim. Other construction 
features are terrazzo floor and 





1 (above) 
play win 
are kept | 
ill night. 
is 32 feet 
feet deep. © 






bined in new Indiana store. 








(|) ONE OF THE STRIKING ar- 
4 chitectural features of the new 
> ‘S. H. Pawley Lumber Co. store 
/ opened last month in Terre Haute, 
© Ind. is the semi-circular front 
wn ‘h employs large areas of plate 
£iass, : 

The new store is built of masonry 
anc gray glazed tile. The first floor 
1s cevoted to smart-looking shelf, 
counter and island displays. Sev- 
eral of the counters have glass 
fronts, indirectly lighted, making 
Possible attractive displays of spe- 
Cla‘ty items. Fluorescent lighting 
‘Ss « feature of the offices and store. 

's are covered with asphalt tile 
an ceilings are covered with three- 
aue:ter inch acoustical tile. Walls 
are painted a soft gray. 
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acoustical ceiling; fluorescent light- 
ing with paint shelves, tool and 


Architectural beauty and clean merchandising lines are com- 


General offices of the corporation 
which operates eight yards in In- 
diana, are on the second floor where 
beauty and serviceability are com- 
bined with architectural and struc- 
tural skill. The office of Mrs. Elsie 
Pawley, widow of the founder and 
president of the firm, features birch 
slab doors, a decorative theme 
which is seen in all the second floor 
offices. Each of the second floor 
offices was painted a different color 
suitable to the individual taste of 
the employe who will occupy it. 

Entrance to the building mate- 
rials warehouse is through an over- 
head door 18 feet wide and 13 feet 
high operated by push button. The 
well-illuminated covered warehouse 
has a drive 24 feet wide. Moldings 







HARDWARE and tool displays are at- 
tractively set against knotty pine panel- 
ing. Note the neat display of builders’ 
and cabinet hardware. Every item is 
available behind the doors on which the 
samples are affixed. 


hardware displays indirectly 
lighted. Interior walls are sheet- 
rock covered with plastic paint. 
Harvey J. Rausch, who has been 
in the retail lumber business in 
Kaukauna for 14 years, is manager 
of the Kaukauna branch of the 
Lieber Lumber & Millwork Co. of 
which Otto Lieber, Jr. is president. 


| CIRCULAR STORE FRONT 
OPENS NEW SELLING VISTA 


are stored in vertical bins. In one. 


corner of the warehouse is a display 
room in which consumer customers 
may inspect all types of millwork, 
roofing and other building mate- 
rials items of interest to- home 
builders. 


Pawley Lumber Co. handles the 
complete job for the consumer, 
either new home or remodeling, 
guaranteeing the use of nationally- 
advertised and experience-proved 
building materials. A recent Paw- 
ley advertisement read: 


HOUSE RUN DOWN? MOD- 
ERNIZE NOW! EASY PAY- 
MENTS ARRANGED! Call 
C-4348 for a_ representative. 
Let him know what you have in 
mind in the way of fixing up 
your home . . . he will do the 
rest! Possibly a garage... 
new roof ... new siding ... 
room in the attic or a rumpus 
room in the basement ... or a 
paint job (inside and out) ... 


5f 
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new electrical fixtures, etc. 
Pawley’s representative will 
give you an estimate ... and 


you can be sure the cost will be 
as low as quality workmanship 
and materials will permit. 


Pawley Lumber Company’s con- 
struction program was started in 
March, 1948 with the rebuilding of 
lumber storage sheds. The newly- 


SALESROOM HAS asphalt floor and 
acoustical ceiling. Merchandise is care- 
fully departmentalized. Cut out counters 
with indirectly lighted glass fronts per- 
mit effective displays of specialty items. 








employe. 
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ONE OF THE PAWLEY LUMBER CO. WAREHOUSES pro- 


vides a unique apartment dwelling for Omar Louis, a veteran 


MRS. 


ELSIE PAWLEY. 
Pawley Lumber Co., at her 
new general offices of the co 
the second floor. 









president of 


desk in the 
rporation on 





opened office building was started 
in September of last year. H. D. 
Ward is manager of the new store. 
Mrs. Pawley took over active man- 
agement of the corporation follow- 
ing the death of her husband in 
1936. The south yard in Terre 
Haute has grown from 27 employes 
to 65 in the last dozen years. 


SEMI-CIRCULAR GLASS FRONT has 
caused favorable customer comment. 
Electrically-operated overhead door at 
the left provides entrance to covered 
warehouse. Special display room for 
roofing and millwork at extreme left. 
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LOOKING TOWARD THE ENTRANCE of the new store oD 
opening day when hundreds of well-wishers received souvent 
offered by the firm. 
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Wide Range of Types and Sizes 


There are a great many different types 
of buildings in your locality that need 
and require the many features of this 
Truscon Steel Window. Sell the advan- 
tages of using nature’s free sunshine and 
fresh air with Truscon Architectural 
Projected Steel Windows—the nation’s 
favorite for beauty and efficiency. 


as 
= 
cd 


A typical large-scale installa- 
tion of Truscon Architectural 
Projected Steel Windows in the 
Greyhound Bus Terminal, 
Cincinnati, Obio. 


SALESMAKER 












TRUSCON 
ARCHITECTURAL 
PROJECTED 
STEEL WINDOWS 


@ Truscon Architectural Projected Steel Windows are 
especially recommended for use in any building where 
ample ventilation and freedom from drafts are important considerations. Out- 
ward projecting ventilators may be kept open during inclement weather; the 
ventilator acting as a canopy to deflect the rain and yet allow ventilation. The 
lower, inward projecting ventilator prevents drafts by deflecting air currents 
toward the ceiling. Projecting ventilators permit easy cleaning from the inside. 
















NOT 
DIMENSIONS SHOWN ARE WINDOW OPENING ‘ = P e 
1-96" 3-45" 4-06 5'-0§ 

DIMENSIONS. = 
ALL WINDOWS SHOWN AS VIEWED FROM OUTSIDE. ® rs 

° ‘a 
ONLY STANDARD HARDWARE CONSISTING OF SOLID a L 
BRONZE, CAM ACTING, LOCKING HANOLES AND 2i1 221 
STRIKES FOR OPEN-OUT VENTS, AND EITHER 
BRONZE LOCKING HANOLE OR BRONZE SPRING a 
CATCH FOR POLE OPERATION OF OPEN-IN VENTS, © [2] eT [4 _| 
WILL BE FURNISHED. ~ | zs | 
ALL UNITS ARE PREPARED TO RECEIVE TRUSCON 202 2i2 222 
STANDARD WICKET TYPE SCREENS LOCATED ON mie 
INTERIOR SIDE FOR ALL OPEN-OUT VENTS, AND T faq ne H 

H 


FIXED SCREENS LOCATED ON EXTERIOR SIDE FOR . 
ALL OPEN-IN VENTS. F 
REFER TO TRUSCON'S GENERAL WINDOW CATALOG i 
FOR ADDITIONAL TYPES AND SIZES AVAILABLE 
ON SPECIAL ORDER. 
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TABLE OF GLASS SIZES 
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NOTE: Only units with ventilator 
swing exactly as illustrated avail- 
able from warehouse stock. 
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MULLION 


SILL JAM JAMB 
MASONRY DETAILS BASED ON 3C=8" PLASTER RETURN SHOWING COVER WITHOUT PLASTER 











Write for free literature describing the distinctive T R U S C O N 


® . features of Truscon Architectural Projected Steel 
=" Windows, and the complete line of other Truscon b) T E E L of @) M p A N Y 


Windows and Steel Building Products. YOUNGSTOWN 1, OHIO 











Subsidiary of Republic Steel Corporation 





Manufacturers of a Complete Line of Steel Windows and 


Warehouses and sales offices in principal cities 





Mechanical Operators e Steel Joists e Metal Lath e Steeldeck 





Roofs e Reinforcing Steel e Industrial and Hangar Steel Doors e Bank Vault Reinforcing e Radio Towers e Bridge Floors. 
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DOUBLE-PURPOSE DISPLAY RACK IN ALBUQUERQUE STORE 


eos e: - ; y * POP htids 


x 


Al 
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TRELLISES and lawn fencing makes an attractive window showpiece. 


THIS DOUBLE PURPOSE dis- 
play rack for lawn and garden tools 
was developed by William Goodrich, 
store manager at the Albuquerque 
Lumber Co. in Albuquerque, N. M. 











WINDOW SHOPPERS are 
encouraged to come inside 
and look over the wide va- 
riety of tools displayed by 
this double-purpose display 
stand. 


It not only makes a neat display for 
the interior of the store but also an 
effective seasonal exhibit from the 
street side. 

The rack is 12 feet long and seven 





NOTE THE NEAT yet solid 
appearance of the display. 


a 
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feet high. Legs at either end con- 
sist of two pieces of 2x4 bolted to- 
gether. The center panel, about 
three feet high, extends the entire 
length. It is faced with sheathing 








os Rha] 











on the store side and hardboard on . 
the street side. Display hooks per- 
mit a neat arrangement of tools on |) 
both sides. : & 
; ban 
SELF-SERVICE FIXTURE oo 
BUILDS STORE TRAFFIC x 
Colorado dealer splits impulse | = 
items into 128 compartments |’. 
SELF-SERVICE IS ENCOUR- | 
AGED at the A. B. Z. Lumber Co, 7 
Valverde, Colo., by a four-tier open © 
self-service table which runs the © 
entire length of the showroom. " 
This table, which is 20 feet long _ 
by six feet wide, is divided into ° 
compartments (12x14), four inches © 
deep. Some 128 compartments in | 
this self-service table carry dozens © 
of every-day accessories for the 3 
home—bath stoppers, plumbing fit- 
tings, faucets, locks, snaps, switch- PL 
plates, electrical fittings, tacks, : 
screws, picture hooks, etc. Every f 
compartment is price-tagged at the re ‘ 
rear. F 
The self-service table is one re- 
sult of owner Marvin Mangel’s ex- 
i} ae 
© roof, | 
er glue. F 
q 
Be 400 bu 
| ee 
) Suitab! 
» Plan fr 
|: Av 
ka ) 
=. BS De 000 
THIS FIXTURE HELPED increase com [) permit 
sumer traffic 300 percent. Pe bu. Cor 
> Exterio 
3 Plan No 
pansion program which has built a |) 1,400» 
300 percent increase in floor traffic. |~ vertible 
Mangel decided that his retail sales- | 73296, ‘ 
room was not drawing enough traf- 400 
fic. Calling on home owners in the | 7 re 
neighborhood, Mangel discovered / Plon i. 
that most of them were not awale | 7 399 ,,, 
that the A. B. Z. Lumber Co. had | © vides s: 
a large salesroom although they had “i rt 
been passing the building for years. j Double 
Consequently, Mangel decided to |= frc'n. > 
open up his building by replacing 3 72626. } 
the series of small windows;with4 =| ‘ene 
40-foot show window, and _bril | 3 
liantly lighting the interior of the a 
display room. The four-tiered self 7 
service table, a second step to el | a 
courage consumer traffic has proved How 
a natural. i 
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PLYWOOD GRAIN BIN PLANS 


—for you, your farm customers, 
farm builders and prefabricators 


Available from: 
Douglas Fir Plywood Association 
Tacoma 2, Wash., or—848 Daily News 
Bidg., Chicago 6. 


1,000 bu. round bin. Kansas State College design. 
14’ diameter, 8’ high. Exterior plywood walls and 
roof, concrete slab floor. Site construction, using 
glue. Plan free. 


400 bu. movable square bin; several can be grouped. 
University of California design. 8’x8’ and 8’ high. 
Exterior plywood walls, roof, floor; lumber frame. 
Suitable for either prefabrication or site construction. 
Plan free. 





Available from: 
Midwest Plan Service, lowa State Col- 
lege, Ames, lowa. Or from State Colleges 
of Agriculture in Arkansas, Illinois, In- 
diana, lowa, Kansas, Michigan, Minne- 
sota, Missouri, Nebraska, North Dakota, 
Ohio, Oklahoma, South Dakota, Wiscon- 


sin, 


2,000 bu. rectangular bin. Designed for prefabrica- 
tion. 16’x20’ and 8’ high. Panelized construction 
permits variety of sizes and capacities up to 3,600 
bu. Could be converted to other uses or demounted. 
Exterior plywood walls, roof, floor; lumber frame. 


) Plan No. 73294. 45 cents. 


1,400 bu. rectangular bin. 12’x16’ and 8’ high. Other 
sizes ond capacities possible from plan. Bin con- 
vertible to other uses. Exterior plywood walls, roof, 


floor; lumber frame. Site construction. Plan No. 
73296. 15 cents. 


400 bu. movable hog feeder. Double-purpose 
Storage-hopper. Self-feeding, sloping floor. 8’x12’ 


) and 7’ studs. Exterior plywood walls, roof, floor. 
Plan No. 77614, 15 cents. 
300 bu. movable hog feeder. Double-purpose; pro- 
— small storage and sheltered feeder. 10’x16’ 
hee protected feeding floor. Exterior plywood floor, 
ins, 


ee 
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pertitions, and roof. Plan No. 77613. 15 cents. 


Double farrowing house, convertible to 300 bu. 
grain bin; 8’x12’; off-center gable roof. Movable. 


Exteric r plywood sides, floor and roof. Plan No. 
15 cents. 








THERE ARE HUNDREDS OF 
OTHER FARM USES FOR 
EXTERIOR PLYWOOD 


Dryers, Hog Feeders, Corn Cribs, 

Feed Bins, Brooder Houses, Poultry 
ses, Freezer Lockers, Barns, Farm 
nes, Remodeling, etc. 
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ABOVE: 1,400 bu. rectangular plywood 
bin, based on a design developed at Iowa 
State College, Plan No. 73296, listed be- 
low. LEFT: Workers filling the bin with 
mechanical loader. 


Douglas Fir Plywood 
Builds Tighter Grain Bins... Faster! 


THIS YEAR, American farmers face a serious shortage of 
storage facilities for grains— wheat, corn, rice, sorghum, etc. 
Capitalize on this! Urge your farm customers to build grain 
storage bins of Douglas fir plywood. Exterior plywood has 
a proved record you can really sell. 


Here are plywood’s primary advantages: 


1. Fast Construction: The need is now— 
and plywood’s large panel sizes make 
building fast, easy .. . for farmers, farm 
builders, prefabricators. 





2. Durable Construction: Douglas fir 
plywood is laminated from the wood 
made durable by nature. Exterior ply- 
wood is bonded with completely water- 
proof adhesive, for permanent outdoor 
use. 





3. Tight Construction: Plywood reduces 
joints, keeps moisture out, resists leak- 
age, spoilage, permits easier, more cer- 
tain fumigation. 





4. Vermin-Proof: Tight, smooth plywood 
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Exterior-Type 


Douglas Fir 


PLYWOOD @% 


rge, Light, Strong, Real Wood Panels 


BONDED WITH COMPLETELY WATERPROOF 
PHENOLIC RESIN ADHESIVE 


walls keep out insects and foreign mat- 
ter, resist rats and mice. 


5. Light, Strong: Movable bins are pos- 
sible because plywood is light, resists 
racking. Plywood’s structural strength 
eliminates need for lateral wall bracing; 
it contains grain pressures, resists wind, 
full or empty. 


6. Adaptable, Attractive: There are ply- 
wood bin plans for all grains. Plywood 
bins are real wood, attractive. They can 
be converted to other farm uses, and the 
plywood salvaged for other buildings. 
Some plans are demountable—an advan- 
tage to tenant farmers. 
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MERCHANDISING 
CLINIC 


by R.E.S. 





SILVER PLATTER POLICY 

The CLINIC subscribes’ whole- 
heartedly to the effectiveness of the 
following policy for any lumber 
dealer who wishes to present an- 
other sizable segment of his business 
to the mail order houses or the big 
chains: 

Reduce inventories 

ishing point. 

ing. Fire 


to the 
Cancel advertis- 
competent sales per- 

sonnel. Discontinue all possible 

services. Go on a cash basis. 

Running for cover and battening 
down the hatches at the first sign of 
a buyer’s market is the first impulse 
of the poor merchandiser and the 
last step of good management. 


van- 


* * cs 
EXPLODED THEORY: 
“When business is good it 
doesn’t need promoting. When 
it’s bad I can’t afford it.” 


DO YOUR OWN CLASSIFYING 


The lumber yards of the land can 


now be grouped into four general 
classifications: 1) Those who are 
going ahead; 2) Those who are 
standing still momentarily before 


moving forward into the first classi- 
fications, or slipping back into the 
next lower group; 3) Those who are 
falling behind the merchandising 
procession slowly but surely; 4) 
Those who are all through but still 
hanging temporarily. 

There is nothing new or unusual 
in this situation. It applies to all 
industries. The war boom, and the 
still bigger boom that followed, cre- 
ated many temporary distortions, 
but the return of the buyer’s market 
is bringing about a reclassification 
based upon managerial competency. 

* * * 


The character of many “lum- 
ber yards” is changing rapidly 
to meet new conditions. They 
have become building material 
department stores. 


* * * 


THE MIGHTY "400" 

Mail order houses apply more and 
more selling pressure when volume 
begins to decline ... and the same 
thing is true of practically all of the 
big chains. This policy accounts for 
most of the rapid growth which 
started in 1934 and 1935 when the 
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depression of the early 30s began to 
tail off. Immense gains were made 
for the next five years through the 
intensive application of merchandis- 
ing programs. During the war, and 
the “shortage period” which followed, 
this merchandising momentum, plus 
the ability to supply merchandise, 
stepped up volume to the point 
where 400 such companies now ac- 
count for more than 50 percent of all 
retail volume. The same rate of in- 
crease for another 10 years will give 
them 70 percent of the total retail 
volume. Such growth demands the 
serious attention of  individually- 
operated retail companies. 


* * * 


PROGRESSIVE LUMBER 

DEALERS UNWORRIED 
The personal element is as impor- 
tant as ever in all business transac- 
tions, and especially in retail selling. 
It is the lack of this factor that con- 
stitutes a major problem for the mail 
order houses and an asset of great 

value to individual dealers. 


* * * 


ESSENTIAL ELEMENTS 

The so-called “merchandising fac- 
tors” in any retail establishment are 
well known. All are important... 
at least so the customers believe. 
They include such things as location, 
merchandise, adequate handling fa- 
cilities, consumer financing services, 
store hours, trained personnel, park- 
ing, advertising, display, packaged 
selling. Some of these factors are 
of course far more important than 
others but all have their place in the 
merchandising sun. 


* * * 


4-LEGGED MERCHANDISING 
STOOL 


If we had our choice of but four 
of the “merchandising factors” 
named in the preceding paragraph 
our choice, obviously, would be 1) 
merchandise; 2) trained sales per- 
sonnel; 3) packaged selling; 4) con- 
sumer financing. With these four 
elements it would be possible to do 
a good job although its quality 
would be enhanced greatly by the 
right kind of location, adequate han- 
dling facilities, convenient store 
hours, powerful advertising and at- 
tractive displays. 


The nearer you come to selling 
the “end use” of building ma- 
terials the easier it is to make 
the sale . . . and a satisfactory 
profit. 
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“END USE" TREND 

“End use” actually is what cus- 
tomers are trying to buy. Few 
really are interested in raw mate- 
rials as such. It is not through 
choice that they are forced to make 
their selection from a variety of 
species and grades ... all of which 
are pretty much Greek to them. 
What they are trying to acquire are 
these raw materials put together into 
final form... the end use which 
they are seeking. Give them that 
and watch sales resistance (sus- 
picion) disappear rapidly. 


* * * 


Suspicion is the direct result 
of lack of authentic informa- 
tion. It invariably leads to 
price shopping. 


LUMBER YARDS 
FAST 


Much has been written and said 
about the need for selling the com- 
plete package in the lumber yard. 
This is due to the difficulties in- i 
volved in selling boards and 2x4s in © 
a buyer’s market when every other 
lumber dealer in the area (and dis- | 
tant metropolitan areas) is doing 
the same thing .. . a practice which 7 
leads to vicious price cutting. 4 

To escape from the high cost of 7 
such an unprofitable activity, more ~ 
and more dealers are turning to pack- ~ 
age selling. 4 

It might appear that this trend ~ 
would result in higher prices for the a 
ultimate consumer. Actually, it in 7 
variably represents a saving, since 
the materials are carefully selected | 
and put together properly. The com | 
pleted unit is more satisfactory and Bs 
far more economical than if acquire es 
as a result of haphazard buying ” | 
achieve an indefinite end result. 2 

Hence the trend toward sellin? 7 
what the customer is really tryin | 
to buy. As the buyer’s market devel 4 
ops, selling the complete unit will be ¥ 
come more and more widespread |! @ 
the retail lumber industry and wif 
increase in popularity with the ult 
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The ST. MARIES 
LUMBER COMPANY 


ST. MARIES, IDAHO 


Telephone 44 


L. R. Pugh, President 
Chas. Leonard, Sales Mgr. 








—_ 
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A 3-FOLD SERVICE 
for Buyers 


1. Millwork from modern remanufacturing plants located 
in the heart of the Ponderosa Pine region, particularly 
packaged trim, inside door jambs, standard lineal 
mouldings, furniture dimensions and other specialty 
items. 





2. Firpine-manufactured lumber, mouldings and cut-stock from our 
lumber operation. 


3. Wholesale Service in practically everything in Western Soft- 
woods. 


Put your needs up to Firpine. 


OUR MOTTO: "If It's Made of Wocd, We Sell I#."" 


Propucts COMPANY 


525 CORBETT BUILDING—PORTLAND 4, OREGON 







R. A. Holmes 
C. F. Mimnaugh 
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Once the govern- 
ment has won its 
fight to take over 
just one of the dominant professions in the United 
States, there is nothing to prevent our politicians and 
bureaucratic parasites from grabbing control of any 


AN INTERESTING 
PARALLEL 


industry. The precedent is set. The funds will be 
there—your money and mine, incidentally. 

Are you going to allow this to happen? 

It is happening to the medical profession today! It 
CAN happen to private building tomorrow if the medi- 
cal profession loses its fight and a precedent is set for 
“socialization ;” and if today’s lumber dealers fail to 
take immediate action and constant, continuous action 
—to prevent socialization of our own industry. 

Ten years ago, the handwriting appeared on the 
wall. Ten years ago every private practitioner of 
medicine had a chance to do something about it. That 
chance was to form, mold, win and persuade public 
opinion to his side. In that chance, there is a lesson for 
every one of us. We’re all in this together. 


Let’s see 


WE KNOW WHAT'S A 


HAPPENED pened, and 


profit from the doctor’s mistakes . . . while there’s still 
a sporting chance for private building to stay private! 

Ten years ago they had a more even chance of win- 
ning than we may, today. 

. . . Instead, they were too blind to see beyond 
their noses—too tight to spend a little money on their 
own behalf. This despite the fact that most of them 
were paying high taxes to a government out to get 
them—and an administration without any scruples 
about using that same money to get them! 

. . . Instead, they were too preoccupied with their 
own private business and selfish concerns to act—even 
though they had the most to lose. 

Result: It doesn’t look as if there’s going to be much 
future in medicine. Will the same be true of building 
in five to 10 years? 


is the one thing that can 
elp us win our case. Have 
you done anything this week 
to win public opinion to your side? In your advertis- 
ing, your display copy, the free publicity columns on 
the building page of your local newspaper? Offer 
something concrete that educates your public to asso- 
ciate your products and your services with private in- 
dustry? Something concrete that teaches them to 
credit private building and you, their private dealer 
with a better product, a better buy, a better invest- 
ment? 

Have you done anything concrete this month to 
counteract constant public charges of profiteering 


PUBLIC SYMPATHY 





By Norm 
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Advertising, Inc. New York, N, Y. 


Profit Making Forum 


leveled at private building—by explaining in print just 
who is to blame for sky-high costs and why? 

Have you personally done anything to counteract 
federal agitation and subsidized housing propaganda 
in your own community, this year? Or are you “wait- 
ing for George to do it,” like your family physician 
down the street? 


Every one of you has 


A TWO-EDGED 
one big edge over the 
SWORD ill-fated doctors ... 


Advertising. And remember—-it’s not the cost and size 
that counts. In this battle, it’s the continuousness of 
your effort and what you say that counts, week-in, 
week-out. Never let up. 

If every dealer will take even a cheap one-by-six- 
inch space to tell his story as a private dealer, your 
local newspapers would be peppered with ads and 
votes for private building, as opposed to federal sub- 
sidies. 

If more dealers would take two-by-six or eight 
inches of space and run the kind of intelligent copy 
that clears up public misunderstanding, misconceptions 
and propaganda-incited prejudice, there would be no 
question in your community as to the benefits and 
much greater advantages of private building over state 
and federal. 

The other sharp-cutting edge you have is one that no 
federal propaganda office can compete with—Localized, 
personalized advertising and publicity. 





IR he: 


Tae 


Repeated advertising tests have proved that it is © 


one of the most incisive weapons any merchandiser 

can use; so sharp even national advertisers have 

gone to great expense to localize their advertising. 
The reason: local people get the biggest bang out of 


local news—read it most thoroughly—read it most of- i 
ten, and repeat it to their friends, business associates, 


relatives. 





Unlike outsiders, you don’t have to go to great ex- “ 


pense to localize your advertising and publicity, be- 
cause all facts of local interest are right at your finger- 
tips. All you have to do is use them. Federal propa- 
ganda writers have no such information. 


Make private building the under- 
lying theme of all your advertis- 
ing and publicity stories—even 
if you run only single display lines at the bottom of 
each ad reading, “PRIVATE BUILDING MEANS A 
BETTER BUY.” Or, “234 NEW HOMES FOR 


THIS DOES IT 


JAMESTOWN IN MAY—THANKS TO PRIVATE ae 


BUILDING.” 


Keep telling your story over and over again—mer- Ee 


tioning local names, places and numbers wherever yol 
can. 
ad is future insurance for you. Every dealer can af- 
ford to help. Today no dealer can afford not to help 
if he wants to remain a private dealer in a private in 
dustry in a still-free country. 


Every impression counts, every line helps, every © 
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How to make a 





SALES WITH 
RAFTERS 


SIMPLE STEPS TO EASY 
RILCO MACHINE SHED 








3. With the sturdy Rilco framework com- 
pleted, your customer has his choice of 
practically any siding material that suits 
him. Roll roofing, drop-siding, sheet metal, 
shingles, all go on easily, make a good, 
weather-tight building. Rilco construction 
is easy, low-cost construction. 





1. One of the practically fool-proof ways 
of selling Rilco Rafters is to show your 
prospect the sturdy special hardware that's 
furnished to connect structural members. 
Almost any farmer can see at a glance 
how the ridge hardware shown above adds 
strength and rigidity to the machine shed. 





4. To anyone who's ever built so much as 
a brooder house, Rilco construction spells 
strength, simplicity, long life. Let your Rilco 
Farm Building Catalog help you explain 
how pre-engineered Rilco Rafters and 
steel timber connectors make construction 
fast and easy... add strength to buildings. 





2. Joining rafter to sill or foundation is 
just a matter of tightening a bolt. Inner 
rings fit grooves in rafter to give more 
bearing surface and sheer strength. Point 
out to your customer that Rilco Rafters are 
all cut to fit and drilled at the factory to 
speed and simplify construction. 


TRIPLE YOUR PROFITS WITH RILCO 


Take your first profit when you get 
the order for Rilco Rafters. 

Take your second profit on the 
other building materials needed to 
complete a Rilco farm building. 

Take your third profit when your 
satisfied Rilco customer comes back 
(often with a friend) to buy another 
easy-to-build Rilco Building. 
Stock the whole line... Sellit 
hard... Watch profits grow 


RILC 


Lammated. PRODUCTS, INC. 


2680 First National Bank Building « St.Paul 1, Minn. 














Good logs like this one are basic 
to good lumber. White River Doug- 
las Fir and West Coast Hemlock 
lumber is produced from choice 
logs grown on our own tree farm. 
To take care of your future lumber 
needs, White River has vast tim- 
berlands operated on a sustained 
yield basis. From this younger 
growth will come the saw logs for 
tomorrow — to maintain White 
River output at about the present 
level indefinitely. 


Fifty-three years’ experience in 
satisfying customers is your assur- 
ance of dependable service. 


WHITE RIVER LUMBER CoO., Enumclaw, Wash. 





Since 1896 
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Products .... Sales Aids .... Literature 
SEND FOR THESE: 





A new square footage chart pre- 
pared for users of Gold Bond insula- 
tion board products, carries complete 
information on the coverage provided 
by insulation board panels, tiles, 
planks, sheathing, lath, and _ handi- 
board. Copies are available on re- 
quest. Write National Gypsum Com- 
pany, Dept. AL&BPM, Buffalo 2, N.Y. 


Crys Glas—Jewel Among Wall 
Tiles, is the title of a folder describ- 
ing bevel edged all-glass wall tile 
available in 14 colors. Colors are a 
part of the tile—fused to the glass 
itself. A sample of Crys Glas tile 
will be sent on request. Write Dear- 
born Glass Company, Dept. RB, 2402 
W. 21st St., Chicago 8, III. 


Robbins Flooring is an attractive 
brochure containing some of the out- 
standing installations of Robbins’ 
hardwood flooring available in maple, 
beech, birch or oak. Manufactured in 
standard strip flooring for nailing 
‘ in blocks and parquetry for 
both nailed and mastic installations. 
Write Robbins Flooring Company, 
Dept. AL&BPM, Reed City, Mich. 


How Insulux Glass Block panels 
provide that extra touch which makes 
apartment buildings more salable, and 
apartments more desirable is ex- 
plained in a new folder showing sug- 
gested installations for entrances, 
dining rooms, kitchens, etc. Methods 
of using glass blocks for remodeling 
are also included. Write American 
Structural Products Company, Dept. 
AL&BPM, Toledo, Ohio. 


Bennett Fireplaces, an 8-page book- 
let, includes installation photographs 
showing the Fresh-Aire for modern 
insulated homes, and the Warm- 
Aire for camps, summer cottages, 
southern homes and basement play- 
rooms. Sketches and _ interesting 
facts give detailed explanations of 
how the units work. Write Bennett- 
Ireland Inc., Dept. AL&BPM, Nor- 
wich, N. Y. 


Bronze Moldings by 
interesting folder depicting various 
moldings for schools, hotels, office 
buildings, factories, etc. Includes tee 
sections, angles, flat strips, solid oval 
top sections, car strip, counter fac- 
ings, coves, outside corner edging, 
door edgings, sink frame moldings, 
carpet strips, bindings and edgings, 
stair nosings, curves, bends and mi- 
ters. Other Loxit literature covers 
the Loxit Systems of Floor Laying, 


Loxit, is an 
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Blackboard Setting, Acoustical Ceil- 
ings, Aluminum and Stainless Steel 
Moldings, Accessories and _ Tools. 
Write The Loxit Moulding Co., Dept. 
AL&BPM, 1217 W. Washington 
Blvd., Chicago 7, III. 


The Commander Overhead Door for 
residential garages, is shown with 
photographs and plan view in a de- 
scriptive folder. Made of quality fir 
with plywood panels, the Comman- 
der Sectional Door is available man- 
ually or electrically operated. Copies 
of folder and list of standard sizes 
and prices will be sent on request. 
Write The Commander Door, Inc., 
Dept. AL&BPM, Holmes, Pa. 


Certified Insl-Cotton Insulation 
Stops Heat, Stops Cold. This booklet 
gives 12 reasons why the consumer 
should select Insl-Cotton for his home 

. save up to 30% on fuel bills... 
lower summer temperatures as much 
as 12°. According to the manufac- 
turer, Insl-Cotton is so efficient that 
3 inches equal the insulating value 
of a 5-foot brick wall. Write Taylor 
Bedding Mfg. Co., Dept. AL&BPM, 
Taylor, Tex. 


“Fenestra Stock Products”, a new 
28-page catalog pictures steel win- 
dows and doors complete with hard- 
ware. Installation details, typical ap- 
plications and stock types and sizes 
are shown for residence steel case- 
ments, including storm windows and 
screens; basement and utility win- 
dows; Fencraft projected windows 
for schools, hospitals and office build- 
ings; security, pivoted, and commer- 
cial projected windows for stores, 
commercial and industrial buildings; 
also metal swing and slide doors and 
frames. Write Detroit Steel Prod- 
ucts, Dept. AL&BPM, 3103 Griffin 
St., Detroit 11, Mich. 


Walls and ceilings built and dec- 
orated in half the time—that’s what 
lumber dealer customers can plan for, 
according to a new 40-page color 
book, “The Amazing Sheetrock Story.” 
This comprehensive pictorial survey 
of dry wall construction is designed 
to sell “Sheetrock,” the fireproof gyp- 
sum wallboard. Packed with informa- 
tion on new structural techniques, 
decorating ideas, remodeling  possi- 
bilities, the book is a gold-mine of 
usabie ideas—153 full color illustra- 
tions, including 59 brilliant Koda- 
chromes, show today’s actual use of 
“Sheetrock” in America’s finest 
homes. Write United States Gypsum 
Company, Dept. AL&BPM, 300 W. 
Adams, Chicago 6, III. 
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Second Heller Model Store 
Completed 


W. C. Heller & Company, spe- 
cialists in store planning and manu- 
facturers of hardware store equip- 
ment, reports completion of the 
company’s second model-hardware 
store at the factory. Equipped with 
Heller’s new improved line of Multi- 
Level display fixtures, the installa- 
tion is reported to have increased 
sales as high as 300%. The new 





Me. ee 








style fixtures provide Multi-Levels 
for display of maximum number of 
items. The store is finished in oak 
exposure in the new Heller bleach 
with light green display panels and 
background. (Any color background 
is available.) Dealers are invited to 
visit the factory, inspect the high 
grade of materials used, and see the 
equipment as it will look in a retail 
store. There plans can be prepared 
and equipment selected more easily. 
Write W. C. Heller & Company, 
Dept. AL&BPM, Montpelier, Ohio. 


New Look for Floors 


Hardwood flooring offering new de- 
signing possibilities for stores, 
homes, offices and public buildings, 
is made by the Haskelite Manufac- 
turing Corporation under the name 
of Hasko Block Flooring. It is built 
up of multiple plies of veneers, 
cross-grained to produce a_ block 
that is exceptionally strong and 
highly inert. This construction 


weaves a strength pattern of wood 
grains that makes the flooring stand 
up even under extreme temperature 
changes and moisture conditions. 
Product tests on this floor have led 
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DEALERS! 


HERE’S A ROOFER’S MOP 
THAT SELLS FASTER 
BECAUSE IT’S BETTER! 














Extra hard head of tough glass tape, 
triple stitched, insures long life. 


“Hot Stuff" voids (shown in cut away) 
specially designed to pick up and 
hold more asphalt or pitch. 


Thousands of fine flexible 
yarns cut to special lengths 
for more uniform flow, 
complete delivery. 


18 inch spread easily 
covers one-half square of 
roofing material, eliminates holidays. 


Fast selling K. F. Applicators are preferred 
by roofers because they hold more “hot 
stuff,” deliver more uniform film, cover a 
wider area, and speed up roof jobs. 


Plenty of repeat sales, excellent margin of 
profit. Priced right, top discount policy. Easy 
to stock, store. 


Nationally advertised the year ’round in 
the roofing industry’s leading trade journals. 


Get set now for a bigger share of mop sales. 
Investigate today! 


KIRBY INDUSTRIES 


1408 E. LAS TUNAS +» SAN GABRIEL, CALIFORNIA 
716 N. ERIE STREET » WHEELING, WEST VIRGINIA 
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REG. U.S. PAT. OFF. 





NOW Available 


with Bevel-Depth 
Attachment 
Complete 


$6195 


. Saw only $54.95 


F. O. B. CHICAGO 








Above Prices 
Are List. 


2" Capacity 
6" Blade 


Sales are also made quickly and easily when you display this 
versatile saw that will handle most of the cutting on small house 
construction with speed and accuracy. 


When equipped with the new demountable Mall Depth of Cut 
and Bevel Cut Attachment, the Model 60 MallSaw will cross-cut. 
angle-cut or rip rough or dressed lumber up to 2”. Depth can 
be adjusted from 5/16” to 1 31/32” on straight cuts, and from 
%4” to 1 11/32” on 45-degree bevel cuts. In addition, it can be 
used to groove mortar joints, cut metals, cut and score tile, con- 
crete and other aggregate compositions. The No. 30487 Depth of 
Cut and Bevel Cut Attachment can be purchased separately for 
only $7.00 List, F.O.B. Chicago. Other models with 214, 2%, 334, 
44-inch capacities. 


Write at once to Power Tool Division for full details of our 


. deal for dealers and FREE Booklet “Mall Portable Power Tools.” 


MALL TOOL COMPANY 


7733 South Chicago Avenue, Chicago 19, Illinois 
Established 1921 . 
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The Hopkins 
BAG TRUCK 


@ Will save Money, Time and 
Backaches 


® will handle five to seven sacks at 
a time. 
When Cement is handled the Hopkins 


way it is unnecessary to hand lift a sack 
of cement except in the box car. 


No pallets to buy or to bother with. 
Will not tear paper 
sacks. Roller bearing 
and rubber tires. Price 
$29.75 
f.o.b. 


Send your orders to Memphis, 
Missouri 








Hopkins Lumber Co- 


Memphis, Missouri 









































for 58 YEARS 


OZAN PINE 


has been delivering 
SATISFACTION TO 
CUSTOMERS 


Ozan is operating on a sus- 
tained-yield basis—and expects 
to be able to serve customers 
indefinitely. 





OZAN LUMBER CO. 


PRESCOTT, 


1891 aRKANSAS = '!949 

















the manufacturer to guarantee each 
block, unconditionally, against de- 
lamination. Each block is 12” 
square and *%” thick, utilizing hard- 
wearing northern oak in its con- 
struction. The tongue and groove 
feature interlocks each block with 
those surrounding it. This creates 
an extra margin of assurance that 
the whole floor will always remain 
flat. Write Haskelite Manufactur- 
ing Corp., Dept. AL&BPM, Grand 
Rapids 2, Mich. 


"Never-Stain" 
Aluminum Nails 


A merchandising kit to help 
dealers sell Never-Stain aluminum 
nails, consists of an attractive four- 
color easel, a sample of Never-Stain 
nails, a newspaper mat, pick-up 
cards, leaflets and other literature 
packed in a large envelope. The 
display invites the customer to take 





a sample aluminum nail from a 
transparent pocket and handle it 
while studying a photograph. The 
photograph shows rust spots from 
ordinary nails which have stained 
painted house siding in less than 
one year. For details write Nichols 
Wire & Aluminum Co., Dept. AL&- 
BPM, 1725 Rockingham ' Road, 
Davenport, Iowa. Free samples of 
Never-Stain aluminum nails are 
available on request. 


“Handy-Size Panel" 
Point of Sale Posters 


Upson dealers are now being sup- 
plied with point-of-sale display 
posters similar to the labels on 
packages of “Handy-Size Panels” 
which are adapted for many types 
of home carpentry and small repair 
and household remodeling jobs. 
First introduced in a small way 
last summer, the Handy-Size Pan- 
els have proved popular beyond the 
firm’s expectations. Measuring 24 
by 36 inches in size and one-quar- 
ter of an inch thick, they are made 
of a number of plies of wood fibre 
laminated together into a strong, 
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rigid board that works like wood 
but has neither knots nor splinters. 
The panels can be sawed, nailed, 
sanded and painted. Write The 
Upson Company, Dept. AL&BPM, 
Lockport, N. Y. 


Binks DP Portable Paint Spray 


The new Binks portable paint 
spray unit does work 10 times fast- 
er than with a brush. Binks unit is 
said to be the only paint spray that 
delivers 1 h.p. performance at 1/3 
h.p. cost. In actual performance 
tests, the DP paint spray has 
proved itself capable of spraying 
any coating with the same efficiency 
as a one horse power unit. It will 
do the same jobs as the larger out- 
fit—in the same time—with the 
same materials. Anything in the 
home that must be painted . . . in- 
cluding the home, itself . . . can be 
handled by the DP spray unit. With 
equal ease the DP will handle enam- 
els, lacquers, house paint, shellacs. 
varnishes, and other coatings with 
a “professional” result. For Bulle 
tin 600, write Binks Manufacturing 
Company, Dept. AL&BPM, 3122 
Carroll Ave., Chicago 12, Ill. 
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PACK RIVER SALES COMPANY 


Distributors of Kiln Dried ° 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 


xk k 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


xk k 


Sales Agents for Sales Office; 

*Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 

*Northwest Timber Company, Gibbs, Idaho P.O. Box 510 

*Thompson Falls Lumber Company, Thompson Falls, Mont. + le h 7 
%*& Member Western Pine Association elepnone 











Daily Production 190,000 Feet Kiln Dried Lumber 


+ HERE iT 1S! 


KEENEST SAW OF ALL! 


Huther Bros. 


FIRTHITE TIPPED SAW 
FOR WOOD 
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TOP QUALITY PRODUCTION 


EXTRA LONG, TROUBLE-FREE 
OPERATION 


LOWER COSTS PER JOB! 


That's what happens when your arbors are 
equipped with HUTHER Firthite Tipped Saws. 
Used on straight line rip machines, these 
blades give you a glue joint cut. Ideal for cut- 
ting veneer panel stock, hard Masonite Presd- 
4 wood, teak, laminated plywoods and plastics. 


Don't drag along without one—they’re easy 
to manage—easy to keep in top condition. 
Solid Type 


No. 100 Saw Makers for Send for New 


Over 60 Years ° Firthite Folder 


HUTHER BROS. SAW MFG. CO., INC., 1290 University Ave., Rochester, N. Y. 
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A Complete Flexible 
Keying System 

All Best Locks may be keyed in- 
dividually, keyed alike, master key- 
ed or grand master keyed with 
other Best locks of any other type. 
The standardized patented lock 
core used in the Best Universal 
Lecking System makes it a simple 
matter to recombinate locks of 
every size and s‘yle in one system. 
Special features of the Best Lock- 
ing System described in a 12-page 
booklet include pin tumbler mecha- 
nism, individualized control key, 
instant changeability, cylinder 
safety set screw, master keying, 
etc. Write Best Universal Lock Co., 
Inc., Dept. AL&BPM, 10 N. Senate 
Ave., Indianapolis 4, Ind. 


Colorful New Package 
4703W Casement Operator 

H. S. Getty’s internal gear case- 
ment operator now comes in a strik- 
ing new blue-and-gold package. Con- 
tinuing the distinctive moderniza- 
tion of Getty packages, the box 
for its exclusive gear operator is 
designed for easy identification by 





reversing the design for right and 
left hand boxes. Labels on the ends 
are also easy to identify since the 
color is reversed for right and left 
hand operators . .. blue on gold 
for right hand, gold on blue for 
left hand boxes, Write H. S. Getty & 


Co., Inc., Dept. AL&BPM, 3236 
North 10th. St., Philadelphia 40, 
Penna. 


Paint Brush Safe Preserves 
and Protects Brushes 


A sealed, air-tight, all-aluminum 
container designed to suspend paint 
brushes at the correct depth in in- 
dividual compartments holding 
paint solvent or preserving fluid, is 
made by Yenne & North Manufac- 
turing Co. This Y &N Brush Safe, 
according to the manufacturer, not 
only preserves paint brushes and 
keeps them in tip-top shape but it 
also makes a compact, lightweight 
carrying case which can be locked 
to avoid tampering and_ theft. 
The safe has a special waste-com- 
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partment with wringer attachment 
which extracts surplus paint or 
preserving fluid. Waste compart- 


ment is removable for draining and 
cleaning; and can be placed in any 
position within the Y & N Brush 
Movable brush clips in the 
storage 


Safe. 


individual compartments 





permit storage of brushes of vary- 
ing dimensions. Each storage com- 
partment is removable. Write Y & 
N Mfg. Company, Dept. AL&BPM, 
P. O. Box 555, Wooster, Ohio. 


Twin-Cushion Weather Strip; 
All-Purpose Signs 

Twin-Cushion Weather Strip re- 
cently introduced by the Macklan- 
burg-Dunean Co., is a solid unit side 
jamb cover that slips into place eas- 
ily and quickly. It eliminates wood 
parting stop, can be used with any 
type sash balance... and installed 
for one-half ordinary labor costs. 
Comes in a pre-fit packaged set 
with sash plugs attached and screw 
holes punched, complete with 
screws and instructions. Macklan- 
burg-Duncan has also introduced 














Nu-Lume All Purpose Signs with 
a novel, new “mail box’’ display and 
storage case. The reflecting letters 
shine brightly at night and have 


an attractive appearance during ka 


the day. The display case acts as 
a container for all the materials 
required to assemble a Nu-Lume 
sign for customer’s needs. It is 
furnished to dealers with their in- 
troductory order. Write Macklan- 
burg-Duncan Co., Dept. AL&BPM, 
Oklahoma City, Okla. 


Plank Subbase on Concrete 
Installed Without Sleepers 

A method of installing plank 
subbase on concrete without use of 
sleepers has been developed by 
the Armstrong Cork Company’s 
Adhesive Department. Under the 
new installation method, the plank 
subbase is cemented directly to 





the concrete by use of a special 


adhesive. The ‘adhesive method, 
in addition to removing the need 
for sleepers, results in a more 
secure, stable floor. Write Arm- 
strong Cork Co., Dept. AL&BPM, 
Lancaster, Pa. 


Paint for New Galvanized 
Metal Surfaces 

A paint is now available for 
new galvanized metal surfaces such 


as those of Quonset and other | 


steel buildings which heretofore 
have required weathering or chen- 
ical treatment before a successful 


bond could be obtained. The paint, © 


trade-marked “Quon-Kote,” is 
specially compounded with a lin- 
seed oil base to react chemically 


with the zinc on new galvanized | 


surfaces to form a tightly-bonded 
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TAKES UP LESS ROOM... 





CONVENIENT TO STOCK... 


takes up less room than 
standard lengths. 



















EASY TO HANDLE... 





saves handling time both in 
the yard and on the job. 


COSTS LESS.. ..: 


cheaper than standard 
lengths; a grade for every 
need. 

















REDUCES INVENTORY 
— you stock less Jumber—yet 
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protective coat without a primer. 
Write Great Lakes Steel Corpora- 
tion, Dept. AL&BPM, Stran-Steel 


Division, 3750 Penobscot Bldg., 
Detroit 26, Mich. 
Flintkote Announces 
New Shake Design 
Flintkote’s new shake design 


panels are beautifully textured to 
simulate natural graining. It is 
now possible for dealers to sell in- 
sulated siding that will blend per- 
fectly with any architectural style. 
With the addition of this new 
shake design, there are four differ- 
ent Flintkote designs available in 
a wide variety of colors. Write 
The Flintkote Company, Dept. AL 
& BPM, 30 Rockefeller Plaza, New 
York 20, N. Y. 


ILG Announces New 
Display, Selling Helps 

Selling aids to use in capitalizing 
on the steadily mounting interest 
of farmers in electric ventilation 
have been announced by the Ilg 
Electric Ventilating Company of 





a new 


Chicago. 
operating-type of display for coun- 
ters or window. A wooden panel 
22%” high x 3014” long, has pro- 
vision for the mounting of a self- 
cooled motor propeller fan, an auto- 
matic shutter, a fan guard and a 


Primary aid is 


reverse-acting thermostat. This 
equipment is recommended for the 
ventilation of poultry houses with 
up to 250 chickens and is typical 
of the complete range of sizes avail- 
able for ventilation of dairy barns, 
stables, poultry and hog houses, 
etc. Other helps are a_ booklet, 


“Electric Ventilation on the Farm,” 
a broadside showing chief uses of 
ventilators on farms; newspaper 
ad mats, and a new fan selection 
chart. Write ILG Electric Ventila- 
ting Company, Dept. AL&BPM, 
2850 N. Pulaski, Chicago, III. 


Stackbins-in-Stackracks for 
Hardware Display and Storage 
These Stackbins-In-Stackracks 
are ideal units for display and stor- 
age. They will accommodate a keg 
of nails and provide storage and 





display for fittings, screws, bolts, 
hardware, etc. Stackbins and Stack- 


racks are individual units with 
which a display rack can be built 
as wide and high as desired. 
Stackbins slide like drawers for 
easy weighing and counting. Write 
Stackbin Corporation, Dept. AL&- 
BPM, 1175 Main St., Pawtucket, 
R. I. 


New Loader 

The TL-W Tracto-Loader, a new 
materials handling loader, has a 
one-half cubic yard standard buck- 
et. It is mounted on rubber tires 
and has the bucket over the driving 
wheels and the steering wheels in 
the rear. The design, according 
to the manufacturer, provides ex- 
ceptionally good traction and makes 
steering easier, especially where 
the going is soft. The TL-W’s short 
overall length, 12’ with bucket 
down, and narrow width, 5’ 9” 





(outside tire measurements) mean 
that it is small enough to be used 
where working areas are limited, 
Close quarter operation is possible, 
too, because it does not have to 
ram into material to get a load, 
The bucket is eased into the ma- 
terial and picks up load through 
forward crowding action and an 
automatic “tilt-back” feature. Load- 
ing is speeded up and spillage is 
held to a minimum. Write Tracto- 
motive Corporation, Dept. AL&- 
BPM, Deerfield, III. 


Bag Truck for Handling Cement 
When cement is handled with a 
Hopkins bag truck, it is unneces- 
sary to hand-lift a sack, except in 
the boxcar. The Hopkins truck will 
handle 5 to 7 sacks at a time. There 
is no need for pallets. The bag 
truck is moderately priced and will 
save both time and strain. Write 
the Hopkins Lumber Co., Dept. 
AL&BPM, Memphis, Mo. 


Pre-Molded Joint Filler 


Kork-Pak, a non-extruding pre- | 


molded joint filler, is made of a 
composition of cork granules, bond- 
ed together with asphalt between 
two layers of asphalt-saturated 


paper. Placed between the concrete 
floor slab and footings of basement- 

















SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 


Bend, Oregon 


*Member of the Western Pine Associa 
tion, Portland, Oregon. 











CF, ssa Fe Woodorh 





1604 Graybar Bldg. 
Lexington 2-9117 


SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 


DISTRIBUTORS OF 


SHEVLN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


NEW YORK CHICAGO 








SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








1863 LaSalle-Wacker Bldg. 
Telephone CEntral 6-9182 


SAN FRANCISCO 
1030 Monadnock Bidg. 
Exbrook 2-7041 
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Jucrease Your Sales... 




















FOR OVER i 7 YEARS 
THE CHOICE HAS BEEN 





with AETNA’S 
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mean : ‘PLYWOOD + . i d 
PE CAPIRET PANELS 
e used *— \ etapa : P ywoo 
mited, : - REG. U.S. PAT. OFF. 
eal - Merchandiser : 
€ e 
ave to the original, modern 
1 load. xt Ai 
1e ma- . RE Now! Cash in e , 
5 h * on hardwood plywood } | res ervative 
Aroug * sales. With Aetna’s jet hie 7 a 8 ; ‘N ‘ 
al ye = space-saving, plywood 7 = ‘ ¢ 4 ff 4 . A < 
Load- * merchandiser, the “‘Easi- Time-proven wood protection against ter- 
: e * Sell’ Display Cabinet, 
lage is * plywood sells _ itself, mites and decay: It not only allows the sur- 
Tracto- op  aeeererere = — 5 eee re- face to be painted or varnished, but also 
AL&- cae ‘ on & : 
The “Easi-Sell”” Display Cabinet is handsomely finished, comes retains its full toxic value year after year. 
tna Wherever PAR-TOX is used, mills, dealers 
»ment With the cabinets you get... and consumers have found it an economi- 
, ADVERTISING MATS—help build your hardwood business. . . 
with a FURNITURE PLANS—sales makers that increase your service to cal measure for protection of investment. 
the customer. 
nneces- . ' y : 
é Send for full information on by Plywood Display Cabinet and 
cept in Aetna’s Free ““‘TELEPLY TICKER”’ price list. 





Le Specify “PAR-TOX treated” 
ick will on your next order. 
. There PLYWOOD & VENEER COMPANY | | % 
he bag 1732 Elston Avenue, Chicago 38, Illinois peeps Pe 


ind will Phone ARmitage 6-710 








_ Write Branch Warehouse: Grand Rapids 4, Michigan ee IRA PARKER & SONS co. 
Sales Offices: Detroit, Mich.; Milwaukee, Wis.; of proven depend- 
Dept. Indianapolis, Marion, and West Lafayette, Ind. Pp 


ability. OSHKOSH, WISCONSIN 
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less houses and other buildings 
where a concrete slab is on grade, 
the material provides a resilient, 
waterproof joint filler, vapor bar- 
rier and insulating wall. Because 
Kork-Pak recovers virtually all its 
original thickness after compre.- 
sion, it keeps the joint between 
the slab and _ (footings filled 
throughout repeated expansion and 
contraction cycles. It is available 
in five thicknesses. Write Servi- 
cised Products Corp., Dept. AL&- 
BPM, 6051 West 65th St., Chicago. 


White Announces a Completely 
New Kind of Truck 


A fudamentally new design in 
motor trucks, known as the White 
Super Power 3000 series, is an- 
nounced by The White Motor Com- 
pany, of Cleveland, observing its 
Fiftieth Anniversary as a truck 
manufacturer. Striking feature of 
the new line is a power-lift cab 
which provides complete access- 
ibility to mechanical parts in less 
than 30 seconds at the turn of a 
key. In addition to time-saving 
in traffic, due to its shorter wheel- 
base, overall length and turning 
radius, the 3000 provides a curb- 
level step and exceptionally roomy 








cab with no floor obstructions, to 


enable the driver to get in and 
out from either side easily and 
quickly. At the wheel, the driver 
sits in a commanding position 
with greatly improved: vision in 
all directions for greater safety. 
The new series is now in produc- 
tion in three models with options 
that make it adaptable to a wide 
range of truck services. Write The 
White Motor Company, Dept. AL&- 
BPM, Cleveland 1, Ohio. 








(Defy! 


1. CEILING TILE & PANEL BOARD 
2. BLANKET & BATT INSULATION 


ITs: 
TRIGGER FAST! 


**L3” Model loads 84 flat wire 
Markwell Staples sizes ““L3A” 
(14" leg), “L3B” (5/16” leg) and 
*L3M” (15/32” leg). 


“LA” Model loads 157 round wire 
Markwell Staples sizes ““L4A” 
(4"" leg). “LAC” (34” leg) and 
“LAD” (14" leg). 


Other Markwell Products .. . 


MITRE CUTTERS, 

SCREEN WIRE STRETCHERS, 
SASH BAR TACKERS, : 
MOULDING TACKERS. 


ORDER NOW FOR IMMEDIATE DELIVERY 
Catalogue on request 












Reduce application costs! , // 


 IRAVSLL 


Manufacturing Co., Inc. Industrial Products Division 


Approved by Insulation Board 
Manufacturers in applying Ceiling 
Tile and Panels. The Markwell 
“LAD” (14" leg) Staple is driven 
flush into the nailing tongue of the 
tile. The Markwell gun type tacker 
eliminates damaged edges on tile. 


Trigger action drives 
staples flush into rafters, 
joists and studs. A gun 
type Insulation Tacker 
eliminates danger of punc- 
turing paper backing on 
batts and blankets. Use 
ec ” . . 
L3M” Staple in putting 
up Backer Besse: 


200 Hudson St., New York 13 
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New Corner for Double-Coursed 
Cedar Shingle Sidewalls 


Double-coursed cedar shingle 
corners can be completed in one 
minute with the new Jiffy Corners, 
according to the manufacturer, The 
Perma Products Company. The 
valvanealed steel corners feature 
a friction bearing flange on the 
bottom to assure a snug fit over 
the butts of the two adjacent shin- 
gles. The corners are held rigidly 
in place by two nails in properly 
located nail holes. They provide 
a sound, weathertight, extremely 
rigid corner with an excellent re- 
tention base for quick finishing 
with the same type of stain used 
on the surface shingles. Jiffy Cor- 
ners are made in two styles—plain, 
for use over regular sawn shingles; 
and fluted or serrated, for use over 
scored shakes. The corners speed 
up the slowest part of cedar shin- 
gle application by providing a 
quick, economical joint of extreme 
rigidity. Write The Perma Prod- 
ucts Co., Dept. AL&BPM, 7001 
Morgan Ave., Cleveland 4, Ohio. 


“Rollo-Screen" 


Rollo-Screen, the permanent win- 
dow screen that rolls up or down 
like a window shade, is made to 
order for each window with Lumite 





insect screen. Rollo-Screens are in- ~ 


stalled on the inside where dirt 
cannot beat through onto drapes 
and windows. Easy to handle and 
install, these self-storing screens 
will never rust or stain. They re 
quire no painting. For samples 
write Rollo-Screen Mfg. Co., Dept. 
AL&BPM, 145 Sutter Ave., Brook- 
lyn 12, N. Y. 


Bird Chicago Plant Announces 
New Products 


Bird & Son, Inc., Chicago Roof- 
ing Plant, announces an increased 
selection of asphalt roofing and 
siding materials. Two improved 
lock shingles feature a_ heavier 
locking tab and angle corners fo! 
fast, easy laying, and fewer units 
per square. An embossed face 
treatment for the individual brick: 
of Bird Insulated Bric Siding 
achieves the effect of the most ex 
pensive oak-bark or bark-textured 
brick. The No. 23 Master-Bilt 
Weather Tex shingle is now back 
with improvements, also the Al 
chored Strip shingle. For those 
who want the best quality in ap 
pearance and _ construction, _ the 


No. 27 Master-Bilt shingle is avail: | 
in the @ 


able. Three new blends 
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popular No. 21 Master-Bilt shingle 
have also been added. Write Bird & 
Son, Ine., Dept. AL&BPM, 1472 
W. 76th St., Chicago, Ill. 


Stops Condensation Drip 

}. W. Mortell Company announces 
an improved cork-filled NoDrip 
Tape. More pliable than formerly 
it is now much easier to put on 
cold water pipes to stop dripping. 
NoDrip Tape is clean and not ex- 
pensive since there are no high 
labor costs for application. 
Straight pipes, valves, joints and 
tees can be covered by anyone in 





a few minutes without the use of 
tools, adhesives or brads. Before 
applying, pipes are wiped dry and 
then NoDrip Tape is wound spiral- 
ly around them to form a tight- 
fitting, sealed jacket that is im- 
mediately effective. Write J. W. 
Mortell Company, Dept. AL&BPM, 
Kankakee, III. 


New FP11 Floor Polisher 

Red Devil Tools has entered the 
quality household and rental field 
With the addition of the FP11 
Floor Polisher. By streamlining 
rather than sacrificing weight of 
floor pressure, capacity of motor, 
or size of brush, Red Devil feels 
that the FP11 is the easiest to 
handle, best constructed household 
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MIXED CARS 
A SPECIALTY 


INSULIN COUNTY LUMBER CO. 


General Sales Office — KELTYS, TEXAS 


62 years of service to Lumber Dealers 








Dealers... 


OVER 10,000 
HOUSING UNITS 
BUILT WITH 


TECO 








and tied 


down with Ff7 
Uff t. ANCHORS 


Trussed rafters are the key to re- 
duced housing costs. Write us 


TRUSSED 
RAFTERS or free literature and designs for bing Bk 


TIMBER ENGINEERING COMPANY WASHINGTON 6. D.C. 





















































ROE mb 5 Mer a = 
Ef) ee abe: 2: BEL SN RCP 
Winchester, Idaho 
Ponderosa Pine, Fir and Larch 


Member Western Pine Association 


Winchester Box Company 
Winchester, Idaho 
Industrial Cut Stock and Specialty Items 


Craig M: M guarti nt # ‘Lumber Co. 
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FACTS 

STATISTICS 

PRODUCT INFORMATION 
MANUFACTURER’S DATA 


READ YOUR 1949 
Dealer Products File 


In 25 complete, cataloged 
sections you have at your 
finger tips the answer to 
all the questions that come 
up in the operation of a 
lumber and building mate- 
rial yard. 


* Easy to use. 


* The most complete 
REFERENCE BOOK 
ever published for 
this industry. 


* A valuable SALES 
TOOL for everyone 
who sells building 
products. 


USE IT.. 
EVERY DAY 
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and rental model Floor Polisher 
yet offered. The base is of cast 
iron—not sheet metal—the motor 
is centered directly over the brush. 
Thus the 10” brush, with the 11” 
bristle spread, revolving at 300 
RPM produces balanced pressure 
unequalled in this size polisher. 
It operates on either A.C. or D.C. 
and weighs only 30 lbs. A com- 
plete line of special purpose brush- 
es are available. Write Red Devil 
Tools, Dept. AL&BPM, Irvington 
11, N. J. 


New Ceiling Tile Tacker 


The Duo-Fast Staple Tacker, 
Model CTX-850, has been specially 
designed to tack up interior finish- 
ing material with tongued-joints. 
It is a one-hand tacker, driving a 
heavy 1%” staple which toes-in 








ma (; ! oe — 
a ahs 


when driven, resulting in strong 
holding power. Write Fastener 
Corporation, Dept. AL&BPM, 902 
Fletcher St., Chicago 14, IIl. 








Disappearing Window Screens 


The _ Roll-O-Matic automatic 
window screen is self-rising, self- 
storing. It is easily installed in- 
side and remains invisible when 
not in use. Fitted to the outside 
window sill, the screen, which is 
made of plastic, automatically fol- 
lows the movements of the win- 
dow. Write The _ Roll-O-Matic 
Screen Co., Dept. AL&BPM, 7731 
Broadway, Cleveland, Ohio. 


peeaear 














Economy Disappearing Ladder 


The “Economy” disappearing 
ladder makes attic storage space 
readily accessible to every home 
owner, at a reasonably low cost. 
The ladder can be installed in any 
size opening which eliminates the 





expense of alterations to enlarge or 
change the scuttle hole. A hammer 
and a screwdriver are the only 
tools necessary for installation. As 
Model No. 15 is installed on the 
attic floor, finished floor to finished 
floor heights are used when order- 
ing. Models are currently being 
manufactured for heights of 9’ 2” 
and less. The vertical clearance re- 
quired above is 4’ 7” and 4’ 2” 
horizontally on attic floor. The 
vertical clearance can be reduced 
if necessary. Write Minnesota 
Wood Specialties Inc., Box 216, St. 
BPM, Box 216, St. Paul Park, 
Minn. 


The "Hang It" Wall Hook 


The Hang 
It hook for 
holding gar- 
dentools 
shovels 
brooms, 
mops, etc., has 
the new posi- 
tive gravity 
grip. There is 
no spring to 
force or pry 
open. The 
hook is rust- 
proofed made 
of 7x32 in. round steel. Used ove? 
plaster, between joists, in closets, 
garages and overhead places. Tool 
handles are easily inserted or re 
moved with one hand. For more 
details write Gardex, Inc., Dept. 
AL&BPM, Michigan City, Ind. 
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Lumber 
Market Analysis 





Current Statistics on 
Output and Distribution 


Lumber shipments of 442 mills reporting to the 
National Lumber Trade Barometer were 8.1 per- 
cent above production for the week ending April 
30, 1949. In the same week new orders of these 
mills were 7.9 percent above production. Unfilled 
order files of the reporting mills amount to 35 per- 
cent of stocks. For reporting softwood mills un- 
filled orders are equivalent to 24 days’ production 
at the current rate, and gross stocks are equivalent 
to 66 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 3.4 percent above production; orders 
were 8.5 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 45.2 
percent above; shipments were 42.2 percent above; 
orders were 45.3 percent above. Compared to the 
corresponding week in 1948, production of reporting 
mills was 1.3 percent below; shipments were 5.3 per- 
cent below, and new orders were 11.4 percent below. 


Western Pine 


The 108 mills reporting to the Western Pine Asso- 
ciation for the week ending April 30, 1949 cut 57,- 
916,000 feet, as compared to 69,234,000 feet for the 
same period a year ago. Shipments amounted to 65,- 
426,000 feet, or 13 percent above production. Unfilled 
orders at the end of the week totaled 196,441,000 feet 
and gross stocks amounted to 841,817,000 feet com- 
pared to 618,220,000 feet a year ago. 


Southern Pine 


Production of the 107 mills reporting to the South- 
ern Pine Association for the week ending April 30, 
1949 totaled 16,118,000 feet, 6.94 percent below the 
three year average. Shipments amounted to 15,767,- 
000 feet. This was 2.18 percent below production for 
the period. Orders at the end of the week totaled 13,- 
555,000 feet, or 15.90 percent below production and 
21.74 percent below the three year average. Orders 
on hand were cut by 2,212,000 feet during the week. 


In the Market Centers 


TACOMA—Despite good weather which has _ in- 
creased both logging camp and sawmill production, 
the lumber market remains in a somewhat lethar- 
vic condition. Seasonal building demands do not 
appear to be up to normal even in areas where 
housing shortages are reported and this has defi- 
nitely affected better grades. Increased production 
is creating a heavy surplus of less popular grades 
Which sellers are endeavoring to push to reduce 
yard inventeries. Plywood manufacturers declare 
Prices are down on their product, in some cases 

much as 25 percent. This, they point out, has 
resulted in an increased buyer demand. Production 

nsequently is at an unprecedented peak. One ply- 
ood spokesman reported that sales last week ex- 
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P. O. Box 2140 LITTLE ROCE 
TELEPHONES: Local 4-6592 @ L. D. 30 














screen door 
KEES “GUARDS 











SELL THE GUARD EVERYONE WANTS 











—Adjustable to Fit any Door — Made of Heavy Gauge Ste:/ 


Protects screen doors. People push on guard instead 
of the screen. Made in three telescoping sections to 
fit any door from 2'6"' to 3'6'' wide. Available in 


three finishes, black, brass and aluminum. 











Latest development in catches for screen 
and storm doors and gates — holds 
screen and storm doors in such a way 
they are braced and cannot sag. Made 
with night lock as illustrated. No holes 
to cut, no mortising, no difficult fitting. 
Made of heavy steel, cadmium plated. 
Low price. Samples on request. 


M4, 





Order from your jobber. 
Write Dept. AL-2 for free catalog. 


KF. D. KEES MEG. CO. 


NEBRASKA 





BEATRICE 
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LIGHT 


AND EASY TO CARRY 
Put it where you 








STANDARD LITEWATE 
Sectional Roller Conveyor 


—ideal for loading and unloading. Handles commodi- 
ties up to 60 Ilbs.—moves bags, cases, cartons, hollow 
bottom, narrow, cleated and irregular packages or 
articles not suited to wheel conveyors. Less pitch re- 
quired—operates at grades as little as 4 in. to % in. per 
ft. Interchangeable spacing of rollers—from 11% in. to 
12 in. centers. Available in 10 ft. and 5 ft. straight sec- 
tions and 90° and 45° curves. Keep LITEWATE con- 
veyors handy in your shipping room—carry a section on 
your truck. For complete information write for Builetin 


AL-59. 


STANDARD 
CONVEYOR COMPANY 


North St. Paul 9, 
Minnesota 






FER AVITY & POWER 
CONVEYORS 











®@ Hundreds of Homes Need New Chimneys 
Old homes, new homes, summer cabins, 
motels, tourist cabins, resorts—there's a 
vast ready market now. 

®@ Safest Chimney Ever Built 
Underwriters’ Lab. approved in place of 
brick. FHA accepted for all fuels in 
any type nome ... one or two story. 

®@ Nationally Advertised 
Thousands of inquiries from our ads are 
referred to dealers. Selling literature, 
newspaper mats free. 


® Costs 20°, to 40°/, Less Than Brick 
Easily installed, summer or winter by 
anyone in 3 to 4 hours. Lightweight, 
needs no foundation. Suspends from 
ceiling or floor joists. A more efficient 
chimney with better draft. 

®@ Completely Packaged 
Easy to handle, minimum stock enables 
you to supply any | or 2 story house 
with any roof pitch. Furnished complete, 
all parts for entire installation. 

@ Liberal Discount to Dealers 
Ask your jobber about Van-Packer Chim- 


neys or write direct. * k2 


VAN-PACKER CORP. 


134 South Clark St., Chicago 3 
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LUMBER MARKET 





ceeded 39,000,000 square feet, almost 50 percent 
more than for the same period a year ago. He 
reported that April sales were well ahead of sales 
in 1948. Despite these figures, plywood men are 
discouraged at fixed production costs. One spokes- 
man said, “Logs and labor, which account for &5 
percent of our production costs, are as high to- 
day as they were six months ago and mill level 
prices cannot decline further as long as fixed costs 
remain at today’s level.” He added that price drops 
cannot be absorbed out of profits “because there 
just isn’t that much profit even though lower prices 
expand markets and sales.” 


SEATTLE—Output of logs, shingles and lumber is 
good and there is little to deter larger production if 
there is a demand for it. The Puget sound area is 
having a warm pleasant Spring. The snow line is low 
but has retreated so that most high altitude camps 
are getting into production. Demand-prices—Both 
demand and prices are about the same as a fortnight 
ago. Principal change is in the demand for lower 
grades. No. 3 common is having a good sale due 
mostly to building construction, much of it local. 
Green dimension has weakened, probably because 
small mills have over-produced. There is much opti- 
mism present that business will be better by the time 
summer rolls around. Vertical grain flooring moves 
at from $155-157 for most orders. Kiln dried No. 1 
dimension and boards bring $62-65. Rough timbers 
sell from $50-60, depending on length while structural 
timbers are strong at prices ranging from $65-90. 
The shingle market is little changed except for a 
tendency of No. 2’s to strengthen and No. 1’s to 
weaken. 5 X shingles move at $7.25, 4.50 and 2.00 
while 18 inch bring $8.25, 4.50 and 2.00. 


KANSAS CITY—As the buyer’s market in lum- 
ber gains headway in the Southwest a wide difference 
in prices is noted. Mills report price differentials 
as much as $10 a thousand on comparable lumber. 
Observers in the field have expressed wonderment 
over the continuation of lists quoted by some opera- 
tors because at the prices offered they cannot pos- 
sibly show a profit. A number of small and medium 
mills are not opening up this spring and a number 
of the latter who stayed open during the winter 
are preparing to call “it quits.” Weather conditions 
have been fairly good for production, but the area 
is turning out less lumber than a year ago, reflect- 
ing the reduction in the number of mills 

Retail buying has not picked up seasonally and 
operators are biding their time relative to making 
forward commitments in view of the uncertain price 
trend. Many are expecting a lower level and this 
attitude has curbed lumber production as well as 
sales. The Federal Reserve bank reports that whole- 
sale lumber sales in the first quarter of 1949 were 
23 percent smaller than a year ago, while inventories 
were up 24 percent. In the case of retail yards, 
reports from 164 yards in seven southwestern states, 
showed dollar volume in the first quarter was 20 
percent below a year ago, while stocks were off 20 


percent. Board prices on the west side of the river = 
showed that 1 x 8 No. 2 kiln-dryed yellow pine at | 


$68 to $70 and 1 x 6 at $65 to $67, as an average. 
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FIR * HEMLOCK + SPRUCE * WHITE PINE 


DIRECT MILL SHIPMENTS 


Transit Cars Always Available : 


BERWYN LUMBER CO. 


341 PITTOCK BLK. PORTLAND, OREGON 

















EVERY TRACTOR SAWMILL CAN INCREASE 
THEIR PROFITS 33-1/3% 


WITH A 


“Tower” 27“ Edger 


This wonderful little machine will do away 
with all edging on the main saw thereby pro- 
ducing MORE and BETTER Lumber per log. 


INEXPENSIVE — EFFICIENT — EVERLASTING 


Write Us for Prices 





Available with either Roller 
or Ball Bearings 





“Tower’’ Edgers are built in 87 different styles and sizes. 


THE R.J. TOWER IRON WORKS, GREENVILLE, - - S™21'SH= 1289 |) MICH. 


59 YEARS 












» Quality Lumber 
for 61 Years 






s California Sugar Pine 
Ponderosa Pine 
‘Western White Spruce 


Cut Stock -- Mouldings 
Industrial Box Shook 


\ Co 


Sustained 
Yield 


* 











LOGS FOR PAUL BUNYAN'S SAWS 


Year round production maintains Paul Bunyan’s stock of seasoned 
lumber to meet delivery commitments. 


COMPLETE STOCKS FOR ALL REQUIREMENTS cea Sy Ess = 
INQUIRIES WELCOME we = 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir Incense Cedar 


recisrerepo  SUSANVILLE * CALIFORNIA 


TRADE MARK 
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Wood-Turners Bureau to 
Celebrate 20th Anniversary 


Wood-Turners Service Bureau, Bos- 
ton, Mass., will hold its semi-an- 
nual meeting at Bald Peak Colony 
Club, Melvin Village, N. H., June 24 
and 25. This will be the occasion of 
the 20th Anniversary of the founding 
of the Bureau. A special program to 
commemorate the event will include 
discussions of industry problems by 
members, a banquet with a special 
speaker and special recognition of the 
milestone reached by the Association. 
In addition, there will be recreation 
of every kind. 


Elected Officers of 
Wm. Cameron & Co. 


At a meeting of the stockholders 
and directors of Wm. Cameron & Co. 
April 28, 1949, E. Y. Boynton, promi- 
nent Texas attorney, was made a vice- 
president of that organization. The 
firm of attorneys of which he has 
been a member has served as general 


Ylames in the News 


& Co. 
since shortly after the turn of the~ 
century. 

Other 
Zimmerman, president; Frank Stev- 
ens, vice-president; Roy Gaither, 


attorneys for Wm. Cameron 


officers elected were: G. H. 


vice-president; J. R. Smith, secretary; 
Dan LeBow, treasurer; Otis Tasker, 
assistant secretary-treasurer. 


Sales Department of Pack River 
Moved to Spokane, Wash. 


In order to facilitate the handling 
of sales, Pack River Sales Company 
has moved its sales department to 
Spokane, Wash., 449 Peyton Bldg. 
Pack River will handle sales for 
Northwest Timber Company, Gibbs, 
Ida., Pack River Lumber Company, 
Sandpoint, Ida., Thompson Falls Lum- 
ber Company, Thompson Falls, Mont. 

Tom S. Porter will continue as 
sales manager at Gibbs, Ida.; Ted 
Huetter will be sales manager at 
Sandpoint and will also supervise the 
shipping from the Thompson Falls 
Lumber Company. 
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END-MATCHED 
2” FACTORY FLOORING 
AND ROOFING 







FROM LOGS FROM 
OUR OWN TREE FARMS 


> 





MODERN 
MILLS 





IN MIXED CARS 


With Western Red Cedar or West Coast Hemlock bevel or 
bungalow siding; Fir or Hemlock mouldings, boards, etc. 
Quality to satisfy the most exacting buyer. 


Drop us a line regarding your needs. 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, 
KILN DRIED FIR AND HEMLOCK DIMENSION 


OREGON 
< 
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New Warehouse Service 
for Mixed Car Buyers 


Charles B. Hurley, president of Pa- 
cific National Sales Co., Tacoma, 
Wash., announces the opening of a 
new warehouse and an improved 
service for mixed car buyers. The 
company plans to provide customers 


with fir doors, plywood and moldings, 


interior and exterior door jamb sets 
and stock and detail window and door 
frames from the warehouse to be 
loaded in as rate in_ customer’s 
freight territory permits along with 
all regular yard items in west coast 
woods i.e., dimension, boards, uppers, 
etc. 

Customers may if they like pur- 
chase their lumber items from their 
usual source and stop the car off in 
transit at the Tacoma warehouse to 
pick up the millwork and plywood 
items. 

Mr. Hurley reports that the new 
service is already attracting excellent 
response from the trade. 


Demonstration Featured on 
Firestone's Quiz Program 
Dramatic proof of the strength 
and resilience of Firestone’s Velon 
plastic insect screening is provided in 
this series of stroboscopic photo- 








graphs showing a 16-pound bowling 
ball being dropped on a Velon screen 
from a height of two feet, and re- 
bounding. The screening was undanm- 
aged. 


. . A 
This demonstration was featured 


on Firestone’s “Americana” quiz pro- 


gram over NBC’s television network, q 
April 18. Produced by the Firestone ¥ 
Plastics Company of Pottstown, Pa. 7 


Velon screening is available in three 
colors. 


Officers and Directors 
of Kinzua Pine Mills 


The president of Kinzua Pine Mills 
Company, J. F. Coleman, announce: 


that at the annual meetings of stock: 7 


holders and board of directors o 
companies of the Kinzua Enterprisé 


namely, Kinzua Pine Mills Company, 7 
Kinzua Lumber Company and Con 7 


don, Kinzua & Southern Railroad 


Company, held April 19, 1949, the fol 7 
and directors welt = 


lowing officers 
elected: 
Directors of all three companies a! 


as follows: Wm. M. Dietrich, La! 9 
sing, Mich.; S. R. Dietrich, Lansing | 
Mich.; V. F. Schultz, Dearborn, Mich. 4 
J. F. Coleman, Kinzua, Ore.; Carl © 9 
Coleman, Kinzua, Ore.; J. D. (Mike! 9 
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* Coleman, Kinzua, Ore.; O. D. Baker, ae 7 
Kinzua, Ore. NE, 
ficers are: Carl C. Coleman, H 














Pa. Officers " a5 
chairman of the board and vice-presi- | 
—, dent (In charge of logging opera- 
of a tions); J. F. Coleman, president; S. R. Wi 
aren Dietrich, vice-president; V. F. Schultz, j Ye 4 
The vice-president; J. D. (Mike) Coleman, < a h Ess e 
mers > vice-president and general manager; / | a) | 
a | J. W. A. Luce, secretary; O. D: Ba- yunulon y | : aE 
sets ker, treasurer and assistant secre- i 
— 
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NN | 
with | Contract Cl M i LU | 
coast |) Labor Contrac ause Manua i Off M i 
ypers, . , i ° i . | | ean er ore 
Zevised to treat more practically ~ 
the numerous collective bargaining = oe 
he agreements in effect in the southern “Than Meets The Eye a 
in lumber industry, a new Collective 
~~ t Bargaining Contract Clauses Manual | 
a Be has been released by the Southern | % 
sii Pine Association, New Orleans. The ,; ) ‘ 
. a new manual is both compact and Sp 
Pose thoroughly indexed. It is designed to , , : 
. acquaint employers in the lumber in- ‘ . 
dustry, both pine and _ hardwoods, 7, BY 
with importance of basic provisions n 
now existing in southern lumber con- 
tracts. 
rength 4 % Mate eS Super.ite PANELS now are surfaced with a new high-gloss, 
ry of SPA, has pointed ou a e in- err - NY ‘ cia ; Pins 
| —— Scmnatinn, meetin’ ter tn saoumel te plastic finish, BAKED ON for extra lustre and extra resistance 
pee the Labor Information Service of the to abrasion. 
SPA is tailored to the needs of the New rounded-edge score lines mean less dust collection and 
Southern lumber employer and that th : see : , 
statistics and other general informa- greater ease in cleaning. Just a wipe of a damp cloth over 
| tion about the details of existing con- Superlite Panel’s glossy surface and they’re glistening again! 
| % tracts will be gladly furnished by the ' . : ’ i 7: 
iS Service wenn seul. Be shee wil Large sheet size means reduced application cost. And no fuss 
© comes criticisms or suggestions from and muss as in the application of plaster or similar materials! 
—em — or their counsel about the Superlite Panels for interior walls and ceilings. either in 
> Manual. : . ; : 
mes new construction or renovation, are available in eleven colors. 
S . ene ~ . . . 
isis Companies Announce The beauty and durability of Superlite Panelling will please 
sowling [a your customers. Ideal for kitchens, bathrooms, game rooms, 
screen | John W. Humphrey, formerly ex- restaurants, hospitals—and other institutions. 
and re- | ecutive vice-president of the Philip om : ; sci ila Miia ; 
undam- Carey Mfg. Company, Cincinnati, Use the coupon helow for descriptive literature and other 
» Ohio, was elected to the presidency of pertinent information. 
‘eatured ~) that company. He succeeds Robert S. : ' 
niz pro- E) King, who became chairman of the Superlite Panels are sheets of Masonite Presdwood, surfaced with a high-gloss, 
.etwork, § board, succeeding George A. Rent- baked-on plastic finish. Eleven colors (including black and white) are offered, with 
irestone 4 schler who continues as chairman of a variety of colors in the score line. Available in sheet sizes 4 ft. wide, and 4 ft., 
wn, Pa, 9 Carey’s executive committee. 6 ft., 8 ft. and 12 ft. long. Finished 
in three ; four ways: plain colors, tile design 
> \L. W. Clarke, formerly general a” 2.4” somsucah, baveline Ribdeneaal 
i sales manager of the Philip Carey lin ii sbonne ‘aie 
» Mfg. Company, Cincinnati, Ohio, was ee eae ee ee eee 
B elected vice- president in charge of . leather effect, in four colors and in 
} sales. He succeeds E. W. Smith who LEATHER EFFECT TILE EFFECT LEVELINE sheet sizes 4 ft. x 4 ft. and 4 ft. x 8 ft. 
ne Mills % resigned, Also available in plain sheets 
inounces 7 - 
of stock 7 - A. Constans, a former sales 
etors of 3 manager for the Weyerhaeuser Tim- SUPERIOR WALL PRODUCTS CO. 
terpris: 7 ber : upany of Klamath Falls, Ore., Philadelphia 40, Penna. 
‘ompany. 7% has been appointed general sales man- ” a 
nd Con 9) @ger for the Ralph L. Smith Lumber for more than a decade 
Railroai Company with headquarters at the 
’ the fol- 7 new “< nt in Anderson, Calif. The ia ain —_—o en ee a 
rs welt i — of the general sales office | SUPERIOR WALL PRODUCTS CO., 4413 N. American St., Phila. 40, Pa. | 
= trom nsas City to the West Coast, | (C) Send us descriptive literature. | 
anies al¢ = accor = to President Ralph L. | (_] Tell us the advantages of handling Superlite Panels. | 
ch, Lar @ i vill facilitate the prompt han- | waits _ a ; - 
Lansing WeC"s of all orders at the various | : 
rn, Mich. a Plants ind will give sales represen- | ADDRESS__ eit tmninapinciesicnit 
Carl U. — direct contact with the pro- | i i STATE | 
), (Mike) Uction unit. In addition to the An- AI Pa. ETNIES tI SORT, SP, J 
Bp 
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derson plant, the Western Operation 
includes two sawmills at Canby, 
Calif., a box factory at Alturas, 
Calif., a complete molding and cut 
and glue plant at Klamath Falls, 
Ore., and a sawmill at Izee, Ore. 
Hugh E. Aseltine, who has_ been 
handling California sales, will con- 
tinue as California sales manager, 
as well as lumber buyer. The com- 
pany purchases the cut of several 
mills in Shasta and Trinity Counties, 
thereby adding many millions of feet 
to the Anderson plant output. 


Carl W. Bahr, eastern sales man- 
ager for the Pacific Lumber Com- 
pany, announces the appointment of 
Harold E. Royer of Canton, Ohio, as 
the company’s district sales super- 
visor for the state of Ohio. Mr. 
Royer who has been associated with 
Brown Graves Company of Akron, 
Ohio, succeeds H. B. Smith who died 
recently after having represented the 
Pacific Lumber Company in Ohio for 
more than 30 years. 


A. S. Murphy, president of The Pa- 
cific Lumber Company, Scotia, an- 
nounced the appointment of Gordon J. 
Manary as resident manager. He suc- 
ceeds E. E. Yoder, who retired April 
30, after 45 years of service with the 
company. He also announced the re- 
tirement on April 30 of H. Klass, as- 
sistant to president, after 45 years’ 


DONLEY 
FIREPLACE DAMPERS 





It is good news to many a dealer that they can 
now get Donley Dampers in Cast Iron, promptly, 
in any size, with either Rotary or Poker Control... 
to serve trade that prefers these long-tested, de- 
pendable devices. . . Equally available are Donley 
Steel Dampers, quality product in all respects, and 
. Handle either or both and be 
sure of steady, repeat business from builders that 
know that Donley Dampers, installed in accordance 
with attached plans, mean readier sales and loyal 


lower in price. . 


contented owners. 


THE DONLEY BROTHERS CO. 


13928 Miles Avenue 
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service, and of W. M. Nelson, con- 
troller, after 31 years’ service. 


Rawson G. Lizars, president of Cer- 
tain-teed Products Corporation, Ard- 
more, Pa., has announced the ap- 
pointment of Malcolm Meyer as 
assistant to president. A native Cali- 
fornian, Mr. Meyer joined Certain- 
teed in 1937, and has worked in vari- 
ous capacities in its west coast opera- 
tion. His headquarters now will be at 
the general offices of the company in 
Ardmore. 


Earl V. Pomeroy, vice-president of 
the American Hardware Corporation, 
New Britain, Conn., announced three 
changes in the P. & F. Corbin Divi- 
sion sales group. Assistant sales man- 
ager, Geddes Parsons, has been pro- 
moted to the post of sales manager. 
Assistant sales manager, William J. 
O’Day, was named manager of stock 
sales and W. R. T. Crolius, the firm’s 
service manager was appointed as- 
sistant sales manager. 


George P. Gray, vice-president of 
Devoe & Raynolds Co., Inc., in charge 
of the Brush Division at Princeton, 
Ind., announced that Gordon Riley 
had replaced Paul Cole as sales man- 
ager. Paul Cole was transferred to 
trade sales as district manager of the 
western district. At the outbreak of 
World War II, Gordon Riley enlisted 
in the U. S. Coast Guard, serving 





In late 1945, 
he joined Devoe as a brush repre- 
sentative covering Arizona, New Mex- 
ico and West Texas. After six months, 
he was transferred to the Detroit 
Branch. 


three and a half years. 


Roy Paul Nelson, Portland, Ore., 
has been added to the staff of the 
American Forest Products Industries 
as an assistant to the editorial direc- 
tor. 


M. M. Cornell, vice-president of the 
Gibson-Homans Co., Cleveland, Ohio, 
recently participated in the search 
for a doomed skier while vacationing 
in Loveland Pass, Colo. An expert 
skier, Mr. Cornell joined the rescue 
group which battled the breaking 
snow for six hours. 


$75,000 Given to Hospital 
in Memory of Ensign Adelman 


Abraham Adelman, Adelman Lum- 
ber Company, Pittsburgh, presented 
a gift of $75,000 to the Montefiore 
Hospital in memory of his son Ensign 
William Ira Adelman who was killed 
in action in the Philippine Islands in 
December 1944. The gift is to be de- 
voted to the extension of the third 
floor of the main hospital building, 
providing a ward of 34 beds to be 
available for teaching purposes. 

Ensign Adelman was a life long 
resident of Pittsburgh and became as- 








CLEARS. 


shipment. 


TO RETAIL LUMBER YARDS, 
PLANING MILLS & WOODWORKERS 


Complete stocks of Air Dried and Kiln Dried PON- 
DEROSA PINE, SUGAR PINE and DOUGLAS FIR 


Carload or less-carload quantities for immediate 


Also CYPRESS and HARDWOODS. 


Send us your inquiries. 


V. F. CHRISTMANN HARDWOOD CO. 


3820 N. 2nd St. Chestnut 1312 St. Louis 7, Mo. 
OVER TWO ACRES OF YARD & SHED STORAGE 


















JW. 


Cleveland 5, Ohio 
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WELLS LUMBER CO. 


MENOMINEE % 


ORDER NOW 


2 Cars 33/32 x 24" 
2 Cars 25/32 x 214" 
SECOND GRADE 
MAPLE FLOORING 


Real value flooring for industrial installa- 
tions or heavy traffic floors. Unsurpasse 
for durability. 
manufacture. Prompt shipment. 


Save 10 to 30%, with Third Grade Maple | 


Flooring. Immediate Shipment. 





MICHIGAN 


Our usual dependable P 
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TO ALL DEALERS 





Here’s what you're looking for 


WATERPLUG.... tostop the leaks. 
THOROSEAL... to fill & seal the surface. 
QUICKSEAL...for a beautiful finish. 


We must consider the sub- cost on 
stantial quality and reliabil- 
ity of all products that we 
sell to all our customers. 


We must be assured we 


promotion 
purchases. 
We must recommend the 
Thoro System Products to 
our trade, because they 
have proven their substan- 
are not paying on a huge ___ tial quality and low cost. 


Standard Dry Wall Products 


BOX X, NEW EAGLE, PENNSYLVANIA 


our 





“From Our Own Forests and Mills” 


Anything 
West Coast Woods 


Manufacturers of: 
Mouldings 


Furniture Dimension 

Glued-Up Stock 
- Industrial Shook 

Venetian Blind Stock 

Ready-to-Assemble 

Furniture Parts 
in fact, Anything in 
West Coast Woods! 
Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 


) 


1635 DIERKS BUILDING 
Phone Victor 4143 
Kansas City 6, Missouri 
Sawmills: Canby, Calif., and Anderson, Calif. 


Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 


4 
3 
4 
4 








BuitpiInc Propucts MERCHANDISER 














INDEPENDENCE LUMBER & Mc. Co. 


Independence, Oregon 
Telephone: Independence 42 Teletype: Independence 370 
Mills at Independence and Arell, Oregon 


DAILY CAPACITY 300,000 FEET 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers 
Quality Stock @ Double End Trimmed 
Eased Edge Dimension 
MEMBER WEST COAST LUMBERMEN'S ASS'N 


Metropolitan New York Sales Handled by 


J. Herbert Bate Co. 


30 Church St., New York 8, N. Y. 
Telephone: WO 4-6363 Teletype: N. Y. 1-1098 


Manufacturers and Wholesalers 


Western Pines — Douglas Fir 
West Coast Products 
Southern Yellow Pine — Southern Hardwoods 
SELLING GOOD LUMBER FOR OVER 50 YEARS 
Fast, Dependable Service 
Blue Mountain Quality Ponderosa Pine 
from our Wallowa, Oregon Mills 


































RAINY Tat LUMBER CO. Ltd. 


AY-10 Sm Oh Ta 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


Selling the Products cf J. A. Mathicu, Ltd. Reiny Loke, Ont 
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sociated with his father in 1936 fol- 
lowing his graduation from Harvard. 
He enlisted in the United States Navy 
in 1943 and was assigned to a patrol 
torpedo boat squadron attached to the 
Seventh Fleet. The hospital ward, to 
be dedicated to his memory, will be 
known as “The William Ira Adelman 
Memorial.” 


Bruce A. Dean has been appointed 
general sales manager of the Plywood 
Division of The Mengel Company, 
Louisville, Ky. 


George V. Atkinson has been ap- 


pointed manager of the Decorative 
Fabrics Section of Lumite Division, 


Chicopee Manufacturing Corporation, 
New York City, it was announced by 
J. Ferrell Nicholl, general manager of 
the division. Prior to joining Chicopee, 
Mr. Atkinson was associated with the 
DuPont Company in Arlington, N. J. 
He served in specialized sales devel- 
opment section and as a_ project 
maintenance engineer. He was also a 
senior supervisor of the DuPont Han- 
ford, Washington, T. W. X. operation. 


Glynn F. Martin has been named 
sales manager of James Bute Com- 
pany, Houston, Tex., and Elmer Gates 
has been made manager of the whole- 
sale wallpaper division to succeed 
Martin, it was announced by J. Barry 
York, president. Other company heads 


include E. L. Bassett, supervisor of 
city sales; W. J. Bullock, manager of 
wholesale paint division; D. D. Daw- 
son, merchandising manager, and 
Mrs. Beulah Gans, personnel director. 
The following promotions have been 
announced by L. B. Odell, technical 
director and general manager of the 
paint manufacturing division; Russell 
Hall, in charge of the industrial de- 
velopment and technical service de- 
partment; Hugh Pennington, executive 
assistant to the technical director; 
and Rex Smith, head of trade sales 
product development and manufac- 
turing control. 


R. B. Putman was appointed to the 
newly-created position of general 
sales manager of American Lumber 
& Treating Company, Chicago. Mr. 
Putman, who began working in Amer- 
ican Lumber as an operating depart- 
ment trainee in 1934, was appointed 
advertising manager in 1938 and sales 
promotion manager in 1945. He will 
continue to direct those activities in 
addition to his new assignment. 


Donald D. Davis, president of the 
Board of Directors of Minnesota and 
Ontario Paper Company, announced 
the election of two new officers: 
Clarence Larson, who was made vice- 
president in charge of production, 
and Hadlai Hull, who was elected 
secretary. Mr. Larson, who was for- 





merly general manager of the Inter- 
national Falls Division of Mando, will 
be headquarters in International Falls 
from where he will supervise pro- 
duction operations in Mando’s three 
mills. Mr. Hull joined Mando in 1946 
and was appointed assistant secretary, 
the position he has held prior to his 
new election. 


Acme Steel Company announced the 
appointment of W. S. Huss as sales 
manager of the Southern Division, 
with headquarters in Atlanta, Ga. 
Assisting Mr. Huss will be J. C. 
Brill, New Orleans district manager, 
and C. A. Carrell and W. G. Polley, 
special representatives. Mr. Huss re- 
places -F. H. Webb who retired from 
the company on his 30th anniversary. 


Inland Steel Products Company, 
Milwaukee, Wis. (formerly Milcor 
Steel Company), has announced the 
appointment of three sales representa- 


tives for the new St. Louis branch of © 


the company: Howard Cross, southern 
Illinois; Robert Ladewig, 
Louis; Larry Sitton, north St. Louis. 


George W. Chadwick, vice-president 
of the W. Ralston Company, manu- 
facturers of waterproof papers, . an- 
nounces the recent appointment of 
Walter L. Fey of Utica, New. York, 
as sales promotion and field repre- 








general farm use. 


Box 4640 





CUMMER 
TIDEWATER RED CYPRESS 


We have | x 6, | x 8, | x 10 and | x 12 No. 3 
Common. The lumber you need for the con- 
struction of buildings for grain storage and 


Cummer Sons Cypress Co. 


Jacksonville 1, Florida 











Now in Our New Larger Modern Plant at 5237 E. Marginal Way 


BURNER with 
CONE GRATE 


*Burns 25°% More 
*With 75% less smoke and 
cinders. Fool proof 

We Also Bulld 


BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. ELANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 
SEATTLE BOILER WORKS 


SEATTLE, WASH. 











We also Manufacture and Wholesale 


Short Leaf Yellow Pine 
Boards, Dimension 
and Crating Stock 


CORINTH PLANING MILL COMPANY 
CORINTH, -MISS. 
PLANTS AT: Corinth, Miss., Winfield, Ala. 


P. O. Box 501 
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Resawing 
and 
Dressing 
in Transit 


Phone 968 





D. M. MCCLINTock LUMBER Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 


Mill Agents for 


south St. | 








sate oe 


Ne 





a ee ee 

















i| 





May 21, 1949, AMERICAN LUMBERMAN © @ Bvyj,) 








d the 
sales |! 
ision, 
Ga. 
J. G. 
lager, 
olley, 
3s re- 
from 
rsary. 


pany, 
Milcor 
d the | 
senta- 
nch of 
uthern 
th St. |} 
Louis. 





| 


»sident | 


manu- | 


"Ss, . an- 
ent of 
York, 
repre- 


th 
TE 
and 


H.P. 


4EADS 


bes 


RKS 


1 Way 


CO. 


ORE. 


(AARC A De iI ERNE oT 








Mae S Ae 


ieee 











KILN DRIED CLEAR CEDAR 


1x4 and 1x6 C and Btr. 
3/10 — approximately 60% 3/5 
S2S — S4S — V1S2 E or CM 


Straight cars or mixed cars with: 


Dimension, Boards, Shiplap, 
Tight Knotted Common Cedar Bungalow Siding %4x8 or 10 
Tight Knotted Common Cedar Dolly Varden Siding !!/gx10 or 12 


NORTHERN WOOD PRODUCTS 
P.O. BOX 489 VANCOUVER, B. C., CANADA 
TEL. DEXTER 0830 
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PORCH FLOORS 
Protection Products Mfq. Co.. 


Research Laboratory and Plant KALAMAZOO, MICH. 














Sataneateanil 


LUMBER for SALE 


HARDWOODS SOFTWOODS 
DOMESTIC and FOREIGN 
VENEERS PLYWOOD 


LARGE STOCKS IN ST. LOUIS YARDS 
- Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


154 Carroll St. ST. LOUIS 4, MO. 
CEntral 5250 
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Lindsey 8-Wheel Tracter Wagons 


~ ideal for tractor logging. They are used singly or in 
rcins, 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 














LDING Propucts MERCHANDISER 











LL divisions of Canadian Forest Products Limited use 
top quality logs from our own virgin timber limits 
at Englewood and Harrison Mills, B.C. 


EBURNE SAWMILLS DIVISION 


9149 Hudson Street, Vancouver, B.C. 





Utilizing Douglas Fir, Pacific Coast Hemlock and Western 
Red Cedar for the production of Timbers, K.D., Dimension 
and Boards, Finished Uppers, Car Material and Siding. 


PACIFIC VENEER & PLYWOOD DIVISION 
Foot of Braid Street, New Westminster, B.C. 





Specializing in production of *Douglas Fir Plywood, P.V. 
Brand Edge Grain Cedar Plywood and P.V. Brand Hardboard. 
*Obtainable from our affiliated company, Pacific Veneer 
and Plywood Corporation, Bellingham, Wash. 


HUNTTING-MERRITT SHINGLE DIVISION 


9110 Milton Street, Vancouver, B.C. 





Manufacturers of the world-famous Huntting-Merritt 


Brand Red Cedar Shingles, and Dri Home prestained cedar 
shakes for modern sidewall construction. 


CANADIAN 
FOREST 
PRODUCTS 


Limited 














FOR SHIPMENT TO ALL 
POINTS IN UNITED 
STATES 
Mixed carloads of lumber, 
plywood and shingles are 
made up from each of the 
Canadian Forest Products 
Divisions and the Pacific 
Veneer and Plywood 


Corporation, Bellingham, 
Wash. 















For over 21 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Flooring is 
made from selected stock, properly sea- 





















‘ 
soned in Moore Cross-Circulation Kilns. A 
Our plant is modern throughout and ut 
machine work unexcelled. ab 
ead 
Ozark Brand Oak Flooring is expertly Ya 





graded in accordance with NOFMA grad- 

ing rules. 

Try Ozark Brand 
Oak Flooring 

You'll like it. 


THE OZARK OAK FLOORING CO. 
BISMARCK, 


© 


MISSOURI 


8| 











sentative in northern New York and 
eastern Pennsylvania territory. 


C. M. Harmon, general manager, 
General Timber Service Fabricating 
Division, Dubuque, Iowa, manufac- 
turers of Weyerhaeuser Panel Homes, 
announces the appointment of Steve 
Tart as sales manager. Mr. Tart, a 
native of Duluth, Minn., will be in 
complete charge of Weyerhaeuser’s 
Panel Home and Cottage sales, pro- 
duced by the company’s Fabrication 
Division. 


C. Fred Melcher, 4041 Piedmont 
Drive, New Orleans, La., has been ap- 
pointed representative for the Hard- 
ware Division of Slaymaker Lock Co., 
Lancaster, Pa., in the states of Mis- 
sissippi and Louisiana, and Memphis, 
Tenn. The Slaymaker Lock Co. has 
been in the builders’ hardware field 
since 1930 when the firm bought out 
the well known Greene Tweed line. 
Since then many new items have been 
added, the most recent of which was 
an inside door tubular latch set. 


Clay Wollaeger, vice-president in 
charge of sales of Aetna Steel Prod- 
ucts Corp., 61 Broadway, New York 
City, announced that C. A. Meroney 
of Memphis, Tenn., has been ap- 
pointed acting district manager for 
the southeastern territory. Mr. Mero- 
ney’s activities are to cover the sales 
and distribution of the Aetna one- 
piece all welded steel door frames for 
low cost housing throughout the south- 








STOP! 


Slaving Over 
Your Drawing Board 


Personalized house plans drawn 
to suit your prospect—fees as 
low as three cents a floor foot. 
Quick service. Ask about our 
"Pays Its Own Way" Re-draft- 
ing Service. 


LUMBERMAN'S 
PLAN SERVICE 


120 Machin St., Peoria 5, Ill. 











east. He also acts as sales repre- 
sentative for the Alabama Metal Lath 
Company of Birmingham, Ala. 


Leo H. Corning, since 1935 assis- 
tant manager of the Portland Cement 
Association’s Structural and Railways 
Bureau, was appointed manager of 
the Bureau April 1, according to an 
announcement by Frank T. Sheets, 
PCA president. The appointment of 
Mr. Corning fills the vacancy created 
by the recent death of Arthur J. 
Boase. 


Obituaries 


Robert C. 
Ebenreiter, 88, 
founder and 
president of 
the Ebenreiter 
Lumber Com- 
pany since 
1894, and one 
of the men 
who pioneered 
the building of 
modern She- 
boygan, passed 
away May 5B. 
Mr. Ebenreiter 
was active in 
the lumber 
business al- 
most his entire 
life. A native 
of Sheboygan 
County in 
Wisconsin, he 
entered the contracting business in 
1881 and was responsible for build- 
ing some of the finest public buildings 
in the community in his day. At the 
age of 33 he established a lumber 
business on the site of the present 
plant which is one of the leading 
planing mills in the state. In addi- 
tion to his service as president of the 
Ebenreiter Lumber Co. for the past 
55 years, Mr. Ebenreiter also served 
as president of the company’s recent 
business venture, the Ebenreiter 
Woodworking Company. He _ was 
affiliated with the Wisconsin Retail 
Lumbermen’s Association. 


Robert C. Ebenreiter 


J. Walter Wright, 82, owner and 
operator of the J. Walter Wright 
Lumber Company, Bristol, Tenn., died 
at his home April 10. He had been 
actively engaged in the production 
and wholesaling of lumber since 1902, 
when he first began operations in 
Mountain City, Tenn. His son, C. E. 
Wright, who has been active in the 
management of the lumber business 
for a number of years, will continue 
the company’s operations. 


John L. Klemeyer, 68, president of 
the Klemeyer Lumber Company in 
Vincennes, Ind. and civic leader in 
that city for many years, died May 2. 
Born in Germany he came to America 
at the age of 16. His entire life in 
America was spent in the lumber 
business. In Vincennes he organized 


successively the Klemeyer Lumber 
Corporation, the Knox County Lum- 
ber Company and the Klemeyer Lum- 
ber Company. 


Jay B. Deutsch, prominent lumber- 
man of upper Michigan who passed 
away on April 12, will always be re- 
membered with great fondness by his 
many friends. Born in 1889 Mr. 
Deutsch was trained at the B. Hine- 
man Lumber Co., Wasau, Wis., and 
at the age of 23 was appointed gen- 
eral manager of the Lake Independ- 
ence Lumber Co., Big Bay, Mich., a 
subsidiary of Brunswick-Balke-Col- 
lender Co. He negotiated the pur- 
chase of Northern Lumber Co. then 
located at Birch, Mich., and started a 
two-million dollar building program 
at Big Bay, constructing what at 
that time was the most modern saw 
mill in the upper peninsula. It con- 
sisted of two bands and a resaw, lath 
mill, ten pin mill, shingle mill and a 
clothes pin mill. Later he built a 
modern dimension plant. He also built 
Bay Cliff Farms where he lived, and 
his friends well remember his hospi- 
tality. After leaving Big Bay in 
1926, Mr. Deutsch continued in the 
wholesale and commission lumber 
business as manager of the Detroit 
office for Clarke County Lumber 
Mills, Thomasville, Ala. He resigned 
shortly before his death and was 
succeeded by his assistant, Chester 
Sokol. Mr. Deutsch was a grandson 
of the founder of Brunswick-Balke- 
Collender Co. 


William H. Burgess, 66, died at 
Bay City, Mich., after a short illness. 
Mr. Burgess started in the lumber 
business working during school vaca- 
tion tallying lumber on the Saginaw 
River boats when Bay City -was a 
booming lumber town. Later he was 
associated with the Hines Lumber 
Co. at Red Cliff, Wis., and the Vir- 
ginia, Rainy Lake Co. in Minnesota, 
as an inspector. He returned to Bay 
City as yard manager of Aladdin 
Co.’s large Redi Cut House business. 
For the past several years Mr. Bur- 
gess had been retail manager for the 
Hirshfield Lumber Co. at Bay City. 


Albert Bud Everitt, a director and 
member of the advisory committee of 
The Long-Bell Lumber Company, 
passed away in Kansas City, Mo. 
March 13. Mr. Everitt had been asso- 
ciated with the Long-Bell retail de- 
partment for 52 years. He had con- 
pleted 51 years of business activity 
at the time of his retirement to the 
advisory committee of the company 
in April of last year. Mr. Everitt 
started his Long-Bell association de- 
livering coal at the Enid, Okla. yard 
in 1897. Spending time after work 
learning the retail lumber business, 
he was rewarded with the manager- 
ship at Okeene, Okla.; was_latef 
transferred to Stroud, and in 1923 to 
Kansas City as assistant general 
manager of the retail department. He 
was elected to a vice-presidency i? 
1932. 
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